ta 


‘ad 


| Burroughs 


Clearing House: 








TERT TE 


FLOW PROCESS CHART 
sob ERRAY MBL. PROCESSING (HTeE tHE 
on Olea MALL PRectsson (ADTUrOR 
ABIL Rov 
tnes TERME R SS JECTION 
cuaaten BY MMT ENEWS = pave Hid] gy 


GETARS CFE erweg 


© Waxstr Mew Deer 
@ Nenoves Mow from Sack Chen 
NEEDS CuTTING MACUNE 
(@ Cranes Wee to Reet bert eet 
OMrsrtwvtestotRocessons | 
Oewws To Ese ‘ 
Eheneves Contents Cuber ye a BOTs oe + S PRoei ads 
Gt NE. LAYS asive IV peogtrs 
IT : 
@ NF OK “Nunwens check 














STREAMLINING BANK PROCEDURE: The secret was in the approach (See page 44) 


This Month: 


BANKING’S BIG MARKETING JOB by Alexander B. Adams 
HOW WE DOUBLED OUR TITLE I BUSINESS by D. Z. Albright 
A GRASSROOTS WORK SIMPLIFICATION PLAN by Everett J. Livesey 
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“Bet you a lunch you can’t make that refund in 24 hours!” 


ELL, I took the bet,” George 

Johnson, Manager of our 
Cleveland office tells us. “It all started 
when I was chatting with a_ local 
banker and one of his customers called 
long distance. This fellow was on a 
fishing trip ’way up in northern On- 
tario. He’d just lost $800 in American 
Express Travelers Cheques and 
wanted a refund in Travelers Cheques, 
not a bank draft or cash. (That was 
when my banker friend bet me we 
couldn’t make the refund in 24 
hours.) First, I called the Montreal 
office of American Express. Then they 


called the branch manager of a Mon- 
treal bank in the town nearest the 
fisherman. New cheques were in his 
hands well under the 24-hour limit— 
and I won my lunch!” 

George usually pays his own way, 
of course, when he lunches with one 
of his Cleveland banking friends. And 
that’s quite often. For George, like 
every other American Express district 
manager, works hand in hand with 
local banks, helping them to serve 
their customers. 

What about your customers? 
Through 397 offices all around 


the world, the George Johnsons of 
American Express can help you ar- 
range prompt, courteous banking serv- 
ice—even in strange countries, strange 
languages, either before your custom- 
ers leave or while they’re traveling. 
They know languages, customs, 
and people everywhere intimately. 
They provide a welcoming smile and 
a helping hand in everything from 
hotel reservations and customs clear- 
ance to arranging for baby sitters! 
In short, these men of American 
Express provide your customers with 
hometown service away from home. 


American Express Company 


TRAVELERS CHEQUES * WORLD TRAVEL SERVICE 


George O. Johnson, District Manager, American Express, Cleveland 
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LETTERS 








| Pre-Employment 
\ Job Testing 


Sirs: We particularly appreciated hav- 
ing an opportunity to read the article, 
“Pre-Employment Testing of Small Bank 


- Job Applicants,” in your November, 1956 


issue. It concerns a very important prob- 


' lem, one that unfortunately has not yet 
received sufficient attention here in Italy. 


GUIDO PERSICO 
Banco Ambrosiano 
Milan, Italy 
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Coffee Break 


Sir: To add to the friendly atmosphere 
in our lobby, we have just installed a cof- 
fee bar where customers may help them- 





Good public relations stimulant 


selves while they do their banking. Some 
of them are now following the advice 
on the sign over the bar to “Take your 
coffee break while you bank.” 

G. E. COMSTOCK, 

Vice-President and Cashier, 

Community State Bank, 

Tulsa, Oklahoma 


e ° am 


Employee Booklet 

Sirs: We thought you would be in- 
terested in the new booklet we have just 
published for all employees. 

We are indebted, of course, to many 
other banking organizations for much 
of the material in the booklet, although 
it represents many changes. It contains 
24 pages and, we believe, is unusually 
complete. It begins with a discussion of 
banking as a profession, covers attitudes, 
training, advancements, benefits, and a 
history of the bank. 

In preparing the booklet, our thought 
was that it might be in use for a long 
time and should deal with fundamentals. 
it is not intended to answer all of the 


April, 1957 


POTTER BANK 
AND TRUST COMPANY 





Aid to a good start in banking 


specific questions that might be asked 
so much as to start the new employee off 
with a proper attitude toward banking 
as a profession. 
Epcar A. BEARD, Vice-President 
Potter Bank and Trust Company 
Pittsburgh 30, Pennsylvania 
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Airport Banking 


Sirs: We read with interest the story 
about the bank offices at the international 
airports serving New York City, Los 
Angeles and San Francisco, and would 
like to bring another such office to your 
attention. I refer to our bank’s branch 
operating at San Juan International 


A complete range of services 
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Airport, San Juan, Puerto Rico. 

This branch has been operating since 
May, 1955 and offers a complete list of 
services, including checking accounts, 
savings and Christmas Club accounts, 
letters of credit, consumer loans, mort- 
gage and improvement loans, cable and 
mail transfers and travelers checks. 

E. A. Birp, Executive Vice-President 

Banco Credito & Ahorra Ponceno 

San Juan, Puerto Rico 
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Higher Education Assistance 


Sirs: We were extremely pleased with 
your March issue and the fine handling 
given our story, “Low-Rate Bank Loans 
for Higher Education.” All of the officials 
of the Massachusetts Higher Education 
Assistance Corporation have seen it and 
are very happy about it. 

GEORGE A. DOUGLAS, JR., 

Director of Public Relations, 

Massachusetts Bankers Association 

Boston 10, Massachusetts 
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These are just a few of the items of complete tele- V 

phone service. A package can be made up for . s 

your own particular needs at home or in the office. r 
Ss 


A Bigger Package of Telephone Service 





New services and equipment have Where formerly it was thought of as just one black 
been developed to meet trend to greater instrument, the modern trend is toward a number of tele- 
comfort and convenience phones at convenient places around the house. 


We have helped this new concept by making new style 
telephones available, along with color, and with spring 
cords, illuminated dials, volume control, etc. 


One of the most significant developments of recent 
years has been the great increase in comforts and con- 
veniences for more and more people. 





But the main reason for the success of the idea is that 
people have found that there is no greater aid to new con- 
venience and comfort than adequate telephone service. 


Recognizing the trend and alert to it, the telephone 
companies have been accelerating their efforts to find out, 
and anticipate, what people want and provide it at a 
reasonable price. The result is a wholly new concept of In offices, as well as homes, there is now a much bigger 
what is meant by telephone service. package of telephone service available for everyone. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 
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investment Company 
Booklet Beamed at Banks 


“Investment Company Shares—An Aid 
to Bankers and Trust Officers” is an ex- 
cellently prepared 20-page booklet that 
has just been published, to spell out how 
such shares can be used to advantage in 
conjunction with small trust accounts, 
as collateral for loans, and when the 
banker is called upon for advice on stock 
investments. 

The booklet, published by the National 
Association of Investment Companies, 
points out that small trust departments 
face difficult problems these days in 
maintaining profitable operations in the 
face of rising operating costs, at the 
same time that a changing concept of 
trust investment policy emphasizes com- 
mon stocks which heighten the problem 
of supervision and research. It is sug- 
gested that investment company shares 
can help to solve this dilemma, since 
they provide diversification, professional 
management, research specialists, book- 
keeping services, and also simplify tax 
and estate settlement. 

In the matter of another bank dilemma 
—that created by casual requests for ad- 
vice on common stock investments—the 
booklet asserts that investment company 
shares of ten represent a feasible solu- 
tion to this problem also. It points out 
that, in counseling the purchase of such 
shares, the banker recommends not just 
a security but a continuous investment 
management service. 

Finally, the booklet discusses the ad- 
vantages of investment company shares 
as preferred collateral for bank loans. 
It explains that the shares represent in- 
vestments in widely diversified corporate 
securities, their prices are generally 
more stable than individual common 
stocks, and they are readily marketable. 

It is noteworthy that the following 


Three areas of application 


Investment Company Shares 


An Aid to Bankers and Trust Officers 


} Advisory Accounts 


Bs 


Collateral 








National Association of Investment Companies 


41 Krosdway, New York 6, N.Y 
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commercial bank officers served in a con- 
sultative capacity, in the booklet’s prep- 
aration: Edward Neilan, president, 
Equitable Security Trust Company, Wil- 
mington, Delaware; Robert Wilson, vice- 
president, The First Pennsylvania Bank- 
ing and Trust Company, Philadelphia; 
Wells Laud-Brown, vice-president, Bank- 
ers Trust Company, New York City; and 
Frank Bosworth, vice-president, Empire 
Trust Company, New York City. 
Distribution is being made to bankers 
and trust officers by brokers, securities 
dealers and investment company repre- 
sentatives. Copies may also be obtained 
directly from the NAIC headquarters, 61 
Broadway, New York 6, New York. 


The Nation’s Debt 
In Perspective 


Probably no group in the United 
States is as concerned over various as- 
pects of the nation’s debt structure as 
the banking and financial segment. Seek- 
ing to shed light on the subject, and to 
dispel some of the false notions that pre- 
vail on the existing obligation burden, 
is a new 48-page booklet just prepared by 
the Committee on Economic Policy, U.S. 
Chamber of Commerce. 

It brings together in a single source 
a wide variety of information on the 
composition of the debt, how it developed, 
current trends in the changing debt 
structure, and siznificant relationships 
between debt and other economic vari- 
ables. 

A trillion dollars. It’s a big subject, for 
the booklet fixes the aggregate gross 
public and private debt in the U.S. at 
about $1 trillion. 

When measured against this astronom- 
ical total, the gross public debt now 
standing at $280 billion seems relatively 
small. Moreover, the study points out 
that the federal debt has declined con- 
siderably since World War II in relation- 
ship to the nation’s gross output; its 
ratio to Gross National Product reached 
a peak of 129 per cent in 1946, and by 
1955 had dropped to 70 per cent. Relative 
to GNP the interest charge burden on the 
federal debt has also declined; these 
payments hit a peak of about 2.5 per 
cent of GNP in 1946 and by 1956 they 
had fallen under 1.8 per cent. 

In a similar manner, the debt of state 
and local governments, corporate debt, 
noncorporate private debt, consumer 
debt and farm debt is analyzed in per- 
spective. 

Not pessimistic. A cautious optimism 
is observed in the conclusion reached 
by the report. For instance, there is the 
comment that “on a comparative basis we 
do not appear to be more ‘in debt’ than 
at other times in our recent past.” The 
question of whether the nation can carry 
the present debt load is answered some- 
what affirmatively as follows: “Barring 
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. . interest charge burden also 


Two significant relationships 


gross mismanagement of public policy 
during booms and _ recessions, minor 
economic fluctuations in the level of 
economic activity should not create seri- 
ous debt problems.” 

However, on the federal debt there is 
this dubious note: “An awkward matur- 
ity pattern creates refinancing difficulties 
which may undermine effective monetary 
and credit control,” the study states. 
“Political pressure and unwise debt 
management are an ever-present danger 
to market freedom and price stability.” 

Corporate burden. As to corporate 
debt, the report does not consider that 
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it is excessive, since in relation to na- 
tional income and output it is consider- 
ably lower in the postwar period than it 
was in the “roaring twenties” or the “de- 
pressing thirties.” Some concern is ex- 
pressed over the composition of the debt, 
with its greater emphasis on short-term 
obligations, indicating that some corpora- 
tions are financing fixed capital expan- 
sion with commercial bank credit. 

Finally, the booklet warns: ‘Major 
shifts, rapid changes and deterioration of 
quality in any segment of the debt should 
be watched carefully.” 

Copies of the report, titled “Debt— 
Public and Private,” are available at 
$1 each from the Economic Research 
Department, U.S. Chamber of Commerce, 
Washington 6, D.C. 





Louisiana... Biloxi, May 5-7 
Oklahoma... Tulsa, May 9-10 
Missouri... Kansas City, May 12-14 
Texas...Galveston, May 12-14 
Kansas... Wichita, May 16-18 
Arkansas... Hot Springs, May 20-22 
New Mexico...Santa Fe, May 24-25 


Colorado...Colorado Springs, May 27-29 


Utah...Ogden, June 16-18 
Wyoming...Moran, June 20-22 





KANSAS CITY'S OLDEST AND LARGEST BANK 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Capital Funds Exceed 35 Million Dollars 


New Italian Legislation 
Woos Foreign Capital 


The entry of additional foreign capital 
for short and long-term investment has 
been encouraged by new Italian legisla- 
tion. 

A 28-page booklet study of the new 
enactment has been prepared by Banca 
d’America e d’ Italia, Milan. It pinpoints 
advantages of the revised investment 
law over the previous statute, particu- 
larly with regard to the free transfer- 
ability of dividends and profits, subject 
to certain conditions, as well as capital 
derived from subsequent disinvestment. 

In addition to a full English transla- 
tion of the 18 sections of the new legis- 
lation, the booklet devotes a chapter to 
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New law translated, explained 


its salient features, and also includes 
summaries on the investments of foreign 
currency negotiated through the Italian 
foreign exchange office, as well as in- 
vestments in the form of importations 
of machinery. 

As a further aid to an understanding 
of foreign investment in Italy, the book- 
let contains a compendium of that coun- 
try’s income tax system, and an analysis 
of its current business and industrial 
trends. 

Copies may be obtained by writing to 
the head office of the bank, located at 


| Via Manzoni 5, Milan, Italy. 
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Federal Charters 

for Mutual Savings Banks? 
An increasing number of the nation’s 

mutual savings banks are favoring en- 

actment of legislation to provide optional 

federal charters not with an immediate 

intention of shifting existing State 


| Status but with the idea of improving 
| their bargaining position in States in 


which they do business. 

Sentiment for federal charters has 
greatly increased since enactment of the 
bank holding company act, which indi- 
rectly has brought about some great po- 
tential concessions to commercial banks 
in States where restrictions long have 
been severe. Mutual savings banks feel 
that if the availability of a federal ‘‘um- 
brella” is so potent an influence in im- 
proving the lot of commercial segments 


| of the banking business they should have 


one too. 

See as lever. They have noted that 
State-chartered commercial banks long 
have had the option to convert to nation- 


| al banks, that State-organized savings 


and loan associations can become Fed- 


| eral associations, and that credit unions 
| ean come into the national field through 





organizing or transforming into federal 
unions. 

The argument is, of course, that if a 
group of banks can flee State jurisdic- 
tion, States may try to make conditions 
more attractive for them. 

Under Comptroller. Now pending in 
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Congress is a bill, HR-4296, which if en- 
acted would be called the “National Mu- 
tual Savings Bank Act of 1957.” Intro- 
duced by Rep. Abraham J. Multer of New 
York, this bill would give the Comptrol- 
ler of the Currency power to provide 
for the chartering, incorporation, ex- 
amination, operation and regulation of 
the savings banks. 

A key provision in the Multer bill 
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would allow such a national savings bank 
to have one or more branches, as the 
Comptroller may prescribe but subject 
to State restrictions. There is a proviso, 
however, that such nationally chartered 
mutual savings banks should not have 
lesser rights than other State financial 
institutions enjoy. Since States such as 
New York have long given commercial 
banks more liberal branching powers 
than savings banks, this clause is sig- 
nificant. 

Joining the savings banks in favoring 
the Multer bill are some nationally prom- 
inent realty interests who feel that it 
would be a good idea to help their 
sources of mortgage supplies build more 
deposits by branching, and thereby in- 
crease the flow of mortgage money. 

Capital problem. Savings bankers be- 
lieve that several features of the pro- 
posed national charter bill are not prac- 
tical and that some extensive changes 
would have to be made which Mr. Multer 
is willing to consider. For example there 
are provisions for providing capital for 
newly organized savings banks. Under 
existing tax laws it would be impossible 
to find any wealthy “angel” who would 
put up the initial surplus fund for a new 
savings bank, even for a limited period 
of years, and it is felt there would have 
to be some inducements, mainly tax rea- 
sons, to attract such surplus funds from 
either individuals or institutions. One 
suggestion heard has been that existing 
savings banks might operate new ones 
as subsidiaries, or groups of savings 
banks combine to establish new banks, 
along the line of the creation of the Sav- 
ings Banks Trust Co. in New York. 

Another section of the Multer bill 
would provide for the conversion of sav- 
ings and loan associations into mutual 
savings banks, the shareholders of the 
loan associations becoming depositors in 
the successor banks. This clause does 
not seem to find favor either with sav- 
ings and loan groups or savings bankers. 

Expansion welcomed. Mutual savings 
banks with their $32% billion of assets 
and over $29 billion of deposits number 
only 527 for the country and exist in only 
17 States. The lack of national distribu- 
tion has long given savings bankers a 
sort of inferiority complex in compari- 
sons with nationwide systems of other 
banking institutions. Many of them 
would welcome the start of new savings 
banks in States which do not have them, 
or in States where there are but a few. 
It is generally conceded, however, that 
conditions f.vorable to setting up new 
mutu2l savings banks long have ceased 
to exist and that the problem of making 
new favorable conditions so far has 
seemed insoluble. 
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A S70 Billion Creditor 


Of interest to banks and other pri- 
vate lenders is the fact that credit activi- 
ties of the Federal government have 
risen by over 500 per cent since the end 
of World War II, as against a rise of 
little more than 90 per cent in the Gross 
National Product during the same period. 

According to a Money-Matters bulle- 
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GROWTH OF U.S. CREDIT PROGRAMS 


Trend of estimated loans and guarantees 569.4. 






outstanding {in billions of dollars) 
in post-World War li period. 
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Source: U.S. Bureau of the Budget 

















300% rise since World War Il 


the combined total of U.S. government 
direct loans and investments plus guar- 
antees and insurance commitments on 
private loans will reach an estimated 
new high of nearly $70 billion at the end 
of the current fiscal year, a jump of 
nearly $6 billion in only 12 months, and 
another $7 billion rise is forecast for 
fiscal 1958. 

Direct loans and investments of the 
government agencies account for some- 
what less than a third of the $69.4 bil- 
lion total of Federal credit programs 
expected to be outstanding on June 30. 
About half of these loans went to foreign 
borrowers, with domestic loans to agri- 
culture next in importance. 

Federal guarantees and insurance of 
loans are estimated at just under $48 
billion; government agencies have under- 
written more than 40 per cent of all 
outstanding home mortgage loans, and 
most of the remaining guarantees are on 
long-term obligations of the Public Hous- 
ing Administration. 

These credit activities have an appre- 
ciable impact on the Federal budget, the 
Institute notes. Total budget expendi- 
tures under these programs, represented 
by new loans less repayments, are esti- 
mated at $1.4 billion for the current 
fiscal year and somewhat higher in the 
1958 fiscal year. 
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Loan Costs Boosted Most 
for “Big Fellows” 

While the demand for funds has 
pushed loan interest rates up generally 
since mid-1955, the borrowing costs of 
small business has increased less rap- 
idly than those of big firms. 

So concludes the Federal Reserve 
Bank of Chicago, based on the findings of 
its quarterly survey of interest rates at 
Midwest banks. In its monthly review, 
Business Conditions, the Reserve bank 
reports that rates on loans of over 
$500,000 have gone up more than 30 per 
cent in the past year and a half. In con- 
trast, there was only a 15 per cent rate 
boost on loans under $30,000. 

In analyzing the reason for this dif- 
ference, the Reserve bank makes the 
point that it reflects the difference in 
make-up of borrowing charges. That is, 
it is the “pure interest” cost of borrow- 
ing—the basic price of funds—which has 
risen most through the period of tight 
money. And, this cost accounts for the 
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greater proportion of the charge. paid by 
large borrowers. 

On the contrary, administrative and 
processing costs loom relatively larger 
as a part of the charge on small loans. 
[hese costs have gone up somewhat less 
than the pure interest rate over the past 
few years. 
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Taking ““Wall Street’’ 
to ““Main Street’ 


A leading investment banking firm has 
teamed up with one of the country’s 
smartest stores to bring world-wide in- 
vestment news to the store’s customers. 

Recently, Jean Witter, partner in the 
investment firm of Dean Witter & Com- 
pany, and Robert Shannon, general man- 
ager of I. Magnin Company, both of San 
Francisco, California, presided at the in- 
stallation by the investment firm of a 
Dow Jones ticker in the men’s depart- 
ment at Magnin’s. 

Mr. Witter said he believed it was the 
first ticker ever installed in a department 
store. Its purpose, he said, is to stimu- 





Investment news at Magnin’s 


late the interest of the public in owning 
a share of American business and to 
demonstrate one of the many services 
available to them at the Dean Witter 
offices. “In a sense,” he added, “it brings 
Wall Street to Main Street.” 

“Service to our customers” was Man- 
ager Shannon’s reason for favoring the 
ticker installation. 

In the photo above, Mr. Witter, left, 
and Mr. Shannon, center, explain the 
ticker to a fashion model. 
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Community Expansion 
Cost-Revenue Study 

A new book, “Municipal Costs and 
Revenues Resulting from Community 
Growth,” is designed to aid civic-minded 
businessmen in (1) predicting cost and 
revenues related to new growth in their 
‘ommunities, and (2) determining sound 
bases for expansion recommendations. 

The book’s authors, Walter Isard and 
Robert Coughlin, set forth step-by-step 
procedures to be followed, and incorpor- 
ate an example of how the system works 
through an examination of an hypotheti- 
cal community in a New England region. 
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Each month, The Bank of Nova 
Scotia discusses some current topic of 
economic interest affecting Canadian busi- 
ness in the pages of its Monthly Review. 








Businessmen tell us this up-to-date, 
concise report provides them with interest- 
ing, profitable information. 

If you wish to receive the Monthly 
Review of The Bank of Nova Scotia regu- 
larly, simply complete and mail the coupon 
below. We’ll be glad to put you on our 
free mailing list. 


The Bank of Nova Scotia 


500 branches in Canada and abroad 








Economics Department $47 
The Bank of Nova Scotia 
44 King St. West, Toronto, Canada 


Please put me on your complimentary mailing list to receive 
the Monthly Review. Also please send me copies of 
recent Reviews checked below. 
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A banker talks 


Some noon hours he only listens. 


But talking, or just taking things in, a 
banker gets to know what his neighbors 
think. 


This is necessary because a banker has 
to know a community inside out before he 
can give it financial guidance, and put its 
idle money to work in wise and profitable 
ways. 


So bankers live and work in the commu- 
nities they serve. They share the ups and 
downs of home-grown economies. They lend 
a sympathetic ear to individual problems 
and offer advice or counsel when itis sought. 
And they willingly accept the civic leader- 
ship placed in their hands by neighbors. 


Participating, talking and listening, 
bankers build progressively better banks. 
The net result is that commercial banking 
today solidly underpins the American way 
of doing business, and has the respect of 
the American people. 


The Chase Manhattan Bank is proud to 
represent and provide banking service in 
New York for more than 3,900 banks in 
towns, villages and cities from coast to coast. 


THE 


CHASE 
MANHATTAN 
BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORP. 
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The book was published under the joint 
sponsorship of the Federal Reserve Bank 
of Boston and the American Institute of 


Planners. Copies are priced at $5 and 
may be obtained from the Chandler- 
Davis Publishing Company, Box 231, 
Wellesley 81, Massachusetts. 
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Latest Addition to 
New Central Banks 

Coincident with the transformation of 
former British colonial territories into 
independent members of the British Com- 
monwealth, the number of central banks 
among those countries is increasing. The 
latest such new central bank will be in 
the former British Colony of West Africa 


and the Gold Coast. It will be known as 
the Bank of Ghana and will be opened 
for business before the end of this year. 
One of the principal functions of the 
Bank of Ghana will be the issuance of the 
national currency. The new unit of cur- 
rency will be the Ghana pound, and under 
legislation just passed, its value has 
been established at par with sterling. 
The new currency will be fully backed, 
chiefly by sterling assets, but with per- 
mission for a limited fiduciary issue. 
Until the new currency becomes avail- 
able, the country will continue to use 
that of the West African Currency 
Board. This board, which formerly acted 
more or less as a central bank, has for 
many years been conservatively man- 
aged, and has built up strong reserves. 








busy wheels 
for 2 busy Mid-South 


Truly, the wheels of progress in the 


Mid-South roll on the freight trains and 


motor trucks of the section’s extensive 


transportation system. For Memphis alone the 


statistics are impressive; with nine trunk line 


railroads scheduling 40 freight trains each day, 


carloadings in and out total over 294,000 each 


year. Motor carriers provide direct service to 27 


states and can reach any point in the nation with 


but one interchange. Water and air shipments 


are increasingly important, too. First National 


‘and its correspondents recognize that this 


efficient transportation system is continually 


helping to promote the Mid-South’s 


economy and is vital to the 


growth of this section. 
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First National Bank 
GE PIERS t rs 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


MEMPHIS, TENNESSEE 





Functions defined. The new bank will 
ultimately handle all government busi- 
ness, but will not compete with commer- 
cial banks. It will have the authority to 
require other Ghana banks to meet cer- 
tain requirements in much the manner 
as central banks are empowered in 
Britain and other countries. 

The present Bank of the Gold Coast, 
which has acted as one of the govern- 
ment’s bankers, will thenceforth confine 
itself to commercial business under the 
name of the Ghana Commercial Bank. 

Aid from England. Experienced men 
from the Bank of England were put “on 
loan” to get the Bank of Ghana under 
way, as they were in the case of other 
former British territories. For this rea- 
son, the Bank of England is sometimes 
referred to as the “kindergarten of 
central banks.” If events follow their 
usual course, the “Old Lady of Thread- 
needle Street” will soon be guiding the 
early footsteps of banks in Singapore, 
the Malayan Federation, and the new 
Caribbean Dominion with headquarters 
in Trinidad. 


Installment Credit— 
1929 and Today 


It is unwise to hark back to the instal- 
ment credit conditions of 1929 and the 
early 1930’s, believes Kenneth R. Wells, 
vice-president, American National Bank 
& Trust Company, Chicago, Illinois, to 
prove that present-day instalment credit 
is in itself sound or can withstand 
depression. 

Declared Mr. Wells in a recent issue 
of Instalment Credit Notes, a monthly 
letter he produces for his bank: “The 
excellent experience of the sales finance 
companies during the depression years 
is often cited as proof that instalment 
credit is so fundamentally sound that it 
liquidates without trouble even in a 
period of business stagnation. 

Conservative terms. “However,” he 
continued, “the portfolios of the sales 
finance companies in 1929, which is 
considered the peak pre-depression year, 
consisted almost entirely of automobile 
paper. Terms on automobiles required a 
cash down-payment of one-third on new 
cars and 40 per cent on used cars over 
two years old. The maximum maturity 
on all cars was, for the most part, twelve 
months. In fact, less than 12 per cent 


| of the volume ran over twelve months, 


and less than 8 per cent was short on 
the required down payment.” 

The emphasis, therefore, Mr. Wells 
added, should be placed on the fact that 
instalment credit in 1929 performed well 
because it was sound, and not merely 
because it was instalment credit. 

Well warned. Moreover, it was noted 
that after the stock market crash in 
1929, the twelve-month installment con- 
tracts were paid out before the end of 
1930, which actually was a very good 
business year in which national income 
dropped only 10 per cent. Most finance 
companies immediately after the stock 
break tightened policies and credits were 
strongly up-graded. In other words, there 
was ample warning before the real de- 
pression of the thirties descended. 
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Record 1956 sales of $669 million 


MORE THAN 32,000 PEOPLE in Allied’s Net earnings— $47 million—$4.74 a share 
divisions are engaged in making and marketing 3000 different 


. . Cash dividends continuously for 36 years 
products—and their progress is making news. 


—in 1956: $3.00, plus 3% in stock, to 


th ,0 tock . 
IN RESEARCH AND DEVELOPMENT, Allied oom Can Saye ane 


made the biggest news in 1956 with an expenditure during the 
year of $17,500,000, three times the amount ten years ago. 





The Annual Meeting of Stockholders will be 
IT WAS AN ACTIVE YEAR in construction, too, The Annual Report held at 61 Broadway, New York City, 


with $77,000,000 going for new plants and equipment—40% __ gives a comprehensive {| Monday, April 29, 1957 at 1 P.M. All stock- 
more than in 1955. —— when holders are cordially invited to attend 
mpany s progress y invite oo attend, 


in 1956. We'll be 


NOTEWORTHY DEVELOPMENTS included 3000 send a 


a new corporation jointly owned by Allied and Kennecott 
Copper Corporation which will make titanium, “‘miracle metal 
of the jet age.’’ Another development is Allied’s increased stake 
in atomic energy with the first privately owned plant for making 
refined uranium salts, feed material for Atomic Energy Com- 
mission plants. 





iS al DIVISIONS: 


llied Barrett +» General Chemical 
i National Aniline + Nitrogen 

atctaaliael Semet-Solvay * Solvay Process 

International 





61 Broadway, New York 6, N.Y. 


April, 1957 1l 














A view down Threadneedle street toward the hub of “The City.” 
The imposing Bank of England, with its many Grecian columns, 
dominates, A corner of National Provincial Bank is just beyond 











economic 


Lombard street: 
is based on crest of Sir Thomas Gresham who stated the 
law that bad money drives out the good 


the grasshopper sign of Martins Bank 


Financial dealings originating in “‘The City” in London extend to even the remotest areas of the world 


Thus in looking at instalment port- 
folios today it should be remembered that 
long term instalment credit has never 
been tested in a prolonged business de- 
pression, Mr. Wells warned. “The closest 
approach we have had for such a test 
was during 1938,” he said. “Terms had 
been lengthened to 30 months or longer 
in 1937, and there was a sharp decline 
in business activity late in 1937 and early 
in 1938. Delinquencies and repossession 
skyrocketed. However, business had a 
sharp upward reaction in June of 1938 
and continued to improve thereafter, so 
that no real test of the paper occurred.” 

No guarantee. Mr. Wells acknowledged 
that we now have some built-in cushions 
in the economy to offset a shock to instal- 
ment credit resulting from a _ business 
down-turn. He does not fear for its per- 
formance under adverse conditions if the 
credit is sound. But, he questions the 
assumption that no trouble can occur, 
merely because of the amortization prin- 
ciple and other features of this type of 
credit. 


Decline Foreseen in 
Long-Term Funds for °57 

In a memorandum issued to its port- 
folio managers recently, Salomon Bros. 
& Hutzler, New York City investment 
firm, predicted there will be a deficiency 
in the supply of new long-term capital 
in 1957, as based on the firm’s current 
estimates. 

However, it was predicted that the de- 
ficiency would be somewhat smaller than 
in recent years, or only about 4.7 per 
cent of estimated total uses. This could 
signify that borrowers may have less dif- 
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ficulty in obtaining their needs in the 
capital markets in 1957 than was the case 
during 1955 and 1956. It is possible 
that at times during the year the avail- 
able funds may equal or temporarily ex- 
ceed demand, the memorandum stated. 

“Since the flow of investment funds 
and the demand for their use is only 
rarely evenly matched,” the memoran- 
dum concluded, “it is logical to expect 
periods of comparative strain as well as 
ease in the long-term markets in the 
months ahead. However, the outlook 
for 1957 as a whole is that there will be 
only minor changes in the basic level 
of long-term interest rates.” 
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Citadel of World Finance 


Situated in the heart of London, Eng- 
land, is still another Londontown. It is 
known as “The City,” and in physical 
miniature it sums up the vastness sym- 
bolized by the sprawling London metrop- 
olis, of which it is the geometric hub. 

“The City” is no more than a mile 
square and includes many quaintly mod- 
est buildings, yet its influence is felt even 
in the remotest parts of the world. 

Comparatively recent. For “The City” 
has long been the Wall Street of Lon- 
don and of Europe. Moreover, it has been 
a citadel of the world’s financial confi- 
dence. Among its many financial build- 
ings is the fabled Bank of England, 
whose very name has become a hallmark 
of safety and probity. 

As institutions go in London, the 
“City” is comparatively new, and traces 
back merely to the fourteenth century 
when the Italian money-lenders or Lom- 
bards (who lend their name to one of the 


most famous thoroughfares of the area) 
came to London to assume the role of 
money-lenders. 

The mention of Lombard points up an 
analogy that exists between the idio- 
matic speech of England and the U.S. To 
symbolize the importance of money, 
Americans say, “It’s dollars to dough- 
nuts.” In their symbolic language, the 
English express the same idea by saying, 
“Tt’s Lombard Street to a Chinese 
orange.” 

Greatest export. Men of good credit 
the world over have borrowed from Lon- 
don because traditionally they could get 
money there more cheaply, and with 


Deceptive view of “‘The City” 


Obscure doorways like these may 


open abruptly into marble halls where 
business in the millions is transacted 
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At Lloyd’s of London, insurance underwriting is con- 
ducted in the “Room,” where the famed Lutine Bell 
still hangs above the caller’s rostrum 





Silk-hatted jobber sits on balustrade overlooking the trading going 
on in the Stock Exchange. The attendant here is known as a waiter, 





perhaps from the time securities were traded in coffee houses 


Time-honored, historic landmarks known throughout the world of banking, finance and commerce 


fewer strings attached. This money, plus 
Britain’s coal and industrial eminence, at 
one time made the “City’? even more 
powerful in commerce than Britain it- 
self was in politics. 

It was from this little center that 
England made her greatest export— 
credit. 
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Whither the Business 
Cycle Pendulum? 
“Are we at the top of the cycle?” 
This query was raised in last month’s 
issue of the Barometer of Business, 
monthly business summary of the Harris 
Trust & Savings Bank, Chicago, Illinois. 
The Barometer indicated that the an- 
swer might be yes, and offered as evi- 
dence a clue derived from the tendencies 
of eight “leading indicators” to move up- 


A centuries-old practice 


As depicted here, weighing is still an 
accepted method of “counting” silver 
money in the banks of “The City” 
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ward or downward in advance of fluctua- 
tions in the general business activity. 

These “leading indicators” include: 
liabilities of failing industrial and com- 
mercial companies; industrial stock 
prices; durable goods new orders; resi- 
dential building contract awards; non- 
residential building contract awards; 
average hours worked per week, manu- 
facturing; new incorporations; and twen- 
ty-two commodity prices. 

Asserting that these indicators lead 
peaks in the business cycle by an aver- 
age of about eight months, the Barom- 
eter concluded that the moving average 
index of leaders has been in a downward 
trend since the spring of 1956. Conse- 
quently, in light of past experience, this 
would portend a continuation of the cur- 
rent weakening in general business con- 
ditions. 

However, the Barometer stressed that 
the indicators merely provided a clue, 
and that before this conclusion could be 
fully accepted, other types of informa- 
tion about business trends should be 
taken into consideration. 
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Measures to Meet Bank 
Expansion Pressures 


As this issue of Burroughs Clearing 
House went to press the New York State 
Legislature was debating adoption of 
some measures which would broaden the 
sphere of branch banking in the New 
York metropolitan area. These might 
serve as a model for other States where 
similar barriers to expansion confront 
large city banks. 

District revision. Measures to be acted 
upon included one sponsored by the 





State Joint Legislative Committee to Re- 
vise the Banking Laws, which would 
enlarge the New York City banking dis- 
trict to include the counties of West- 
chester, Rockland, Nassau and Suffolk, 
the latter two embracing all Long Island. 
This privilege has been sought by the 
Chase Manhattan and other large New 
York banks. 

On this bill the State Superintendent 
of Banks proposed merely that Rock- 
land County be omitted. He said, through 
a deputy, that the Banking Department 
did not oppose movement of banks into 
suburbs. 

Holding company bill. Another bill 
would give a qualified blessing to bank 
holding companies operating across 
county lines by merely providing for 
State regulation of their successive steps 
of expansion. This the Banking Depart- 
ment opposed on the ground that it 
might help such expansion; it favored a 
one-year renewal of existing stop-gap 
legislation barring new holding com- 
panies for banks. 

While States have the power under 
the Federal Bank Holding Company act 
to impose limits on such companies, dis- 
criminatory regulations or laws might 
conflict with the constitutional rights of 
stockholders in national banks. Such 
legislation as is now perding in several 
States attempts to meet the threat of 
federal holding company expansion in 
several ways. One is to bar them out- 
right; another is to remove incentives 
for their formation, such as the widen- 
ing of branch banking areas. A third 
is to regulate them and still not overstep 
the bounds so as to bring overruling 
Federal action which would nullify State 
regulations. 
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Salinas Branch, Bank of America 
during Annual Rodeo Parade 
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% Send DIRECT to Salinas...or to any 
of our SOO California branches 


Bank of America’s statewide network of branches saves 
days in California routing. Cash letters may be sent 

direct to any of our 600 branches and your account 
credited the day they are received. Rejected items, 
returned direct, reach you days faster. For complete 
information about this unique correspondent service, write 
Corporation and Bank Relations Department, Bank 

of America, 300 Montgomery Street, San Francisco, 

or 660 South Spring Street, Los Angeles. 
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Builders-Lenders Urge 
Mortgage Credit Overhaul 

The nation’s private lending groups 
have to review, revamp and “reprivat- 
ize’ the mortgage insurance system if 
it is to persuade the borrowing public 
that it is alert to all the legitimate mort- 
gage needs and is working to meet those 
needs, according to John F. Austin, pres- 
ident of the Mortgage Bankers Associa- 
tion of America. 

Speaking last month before the annual 
savings and mortgage conference of the 
Savings and Mortgage Division, Ameri- 
ean Bankers Association, Mr. Austin 
said the idea must be reestablished that 
mortgage insurance is primarily and 
above all else a device for improving the 
distribution of mortgage credit. 

This can be done, he added, by re- 
moving the impediments that keep it 
from performing its essential function, 
and by keeping an open mind toward 
proposals for improving. its operation. 

Ailments, remedies. The 1,000 bankers 
and educators attending the three-day 
meeting, March 11-13, had ample oppor- 
tunity to explore his theory, for the ses- 
sions featured outstanding representa- 
tives of government, banking, and 
building, who discussed the ills and pos- 
sible cures for ailments besetting mort- 
gage lending and the housing and 
building industries. 

For example, William J. Levitt, pres- 
ident, Levitt and Sons, Incorporated, 
Levittown, Pennsylvania, told the group 
that “the roof has fallen in on the Amer- 
ican building industry.” 

The nation’s leading home _ builder 
added that the industry would be lucky 
to end the year with 800,000 new housing 
starts. Such volume, he added, represents 
depression building, and something must 
be done to rejuvenate the industry. 

Several suggestions. This could be ac- 
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Discussed measures for improving complex building picture 


complished, he continued, by a realistic 
and competitive interest rate on F.H.A. 
insured mortgages, reduction of the % 
per cent F.H.A. insurance premium to 
% of 1 per cent, and liberalization of 
down-payments for F.H.A. buyers. 
Hiking the 5 per cent arbitrary ceiling 
on F.H.A. loans, Mr. Levitt said, might 
result in a temporary increase in interest 
rates, but the rise would be offset by sub- 
stantial savings to the home buyer, by 
elimination of the hidden discount. 
George Cline Smith, vice-president and 
economist, F. W. Dodge Corporation, 
New York City, reported that figures 
on financing indicate that the entire drop 
in housing starts between 1955 and 1956 
came in F.H.A. and V.A. programs; there 
was actually a slight increase in the 
number of conventionally financed houses. 
Low vacancy rate. We are underbuild- 
ing right now, Mr. Smith added, in rela- 


School savings forum focused upon ideas for thrift education 
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tion both to our needs and our long 
range capacity. Certainly, we have not 
been overbuilding, for the vacancy rate 
is a rockbottom 2.6 per cent of available 
dwellings and showing no tendency to 
rise, he continued. 

“It is quite simple to figure out a 
remedy: make the interest rates on the 
insured programs more flexible, for one 
thing,” he said. “The trouble is that we 
are living in a political economy, and 
devising a remedy is nowhere near as 
difficult as enacting it. It is absolutely 
impossible at this stage to predict the 
direction congressional action will take; 
but there is a distinct danger, because 
of the political realities, that some form 
of direct government lending may be 
adopted.” 

A bright spot. “If we could only solve 
all of our mortgage problems as success- 
fully as the Voluntary Home Mortgage 
Credit Program has solved the lack of 
mortgage credit in small, remote com- 
munities, we’d be sitting on top of the 
world,” added Daniel W. Hogan, Jr., 
president of the A.B.A.’s Savings and 
Mortgage Division. “The V.H.M.C.P. is 
still the answer of private enterprise 
to defeat government competition and to 
dry up direct lending on the part of the 
federal government.” 

Mr. Hogan, who is president of the 
City National Bank and Trust Company, 
Oklahoma City, Oklahoma, said that the 
actual dollar value of real estate mort- 
gage loans now held by all types of in- 
vestors approximates $145 billion, com- 
pared with about $36 billion held in such 
loans at the end of World War II. 

Huge outstandings. “By the end of 
1956,” he said, “banks alone were hold- 
ing $48 billion worth of mortgage loans, 
an increase of $5 billion for the year. 
Mortgages held by commercial banks 
amounted to $23 billion, representing 45 
per cent of their time deposits (see chart 
on page 16), while mortgage held by mu- 
tual savings banks totaled $19% billion 
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or 65 per cent of their total savings de- 
posits.” 

The unprecedented demand for credit, 
he continued, is felt most in the mort- 
gage market, because the fixed rates 
which are tied to insured and guaranteed 
loans have been out of step with the rest 
of today’s economy. The simple fact is 
that banks and other lending institutions 
have no trouble at all in finding better 
buys than mortgage loans at 4% per 
cent, or even the 5 per cent recently 
authorized by F.H.A., he said. 

Pending legislation. Another leading 
speaker at the conference, Congressman 
Brent Spence of Kentucky, predicted that 
“legislation will come that will assist in 
making loans, making them safe, and in 
marketing them. The government cannot 
do everything alone,’ he continued. 
“There must be a market other than 
Fanny May attractive to purchasers of 
mortgages.” 

He agreed that there is a shortage of 
housing, adding that the clearance of 
slums and dispersal of -industry mean 
a shifting of population that causes hous- 
ing shortages in specific localities. 

“The government programs,” he con- 
tinued, “that have helped in meeting these 
situations include the V.A. insured loans 
on 4,600,000 homes, with an aggregate 
value of $37.9 billion, and the F.H.A. in- 
surance on 4.1 million homes valued at 
$27.9 billion. In 1955, 9 per cent of all 
homes in the $9,000-to-$12,000 class were 
financed under these programs; and 7 
per cent of all homes costing under $15,- 
000 were built under F.H.A. and V.A. 
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We have become interested in the 
alpha-numerical account numbering 
method as adopted by the Central 
National Bank of Chicago. Until 
recently, we have been content to 
print account numbers on checks 
and have not concerned ourselves 
too much with the mechanics of 
assigning them. However, when 
something good comes along we 
like to support it, and this particular 
method looks good to us. 


Briefly, it involves the use of six 
digits like this... 502-128. The 
three at the left are used primarily in 
the proof operation, while the three 
to the right serve as the fine sort for 
the bookkeepers. A gap of 128, 64, or 
32 is left between existing accounts, 
and a minor gap of 8 or 4 is left 
between related accounts. While at 
first glance this might appear to be 
inadequate, the closing of accounts 
tends to keep the gaps open and 
the likelihood of completely closing 
them up appears to be remote. 


ALPHA-NUMERICAL SORTING CODES — 
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Mortgages a key investment 


insurance,” Congressman Spence said. 

The laws covering F.H.A. and V.A. 
loans may have their faults; but from a 
standpoint of liquidity, these loans are a 
tremendous improvement over the old 
style flat mortgage which had no plan of 
retirement and virtually no marketabil- 
ity, added William A. Marcus, senior 
vice-president, American Trust Company, 
San Francisco, California. 

Recognize changes. ‘“‘There are those 
banks which either have not discovered 
the change in character of the nation’s 
mortgage business or which believe that 


® 
This method perhaps would not 
be used by extremely large banks 
planning to utilize full electronic 
mechanized handling, because such 
banks would no doubt adopt a 
straight numerical method with a 
checking digit. For banks with 
thirty thousand accounts or less, 
however, that wanted to keep their 
ledgers alphabetically as well as 
numerically, it should have some 
appeal. We have prepared a bro- 
chure on this method and have 
briefed our sales staff on its detail, 
so if you would like a full expla- 
nation, ask our representative or 
write to our Advertising Department 
in our Chicago plant. 























Strangely enough, even though ac- 
count numbering is not widely used 
at this time, we already are printing 
ten different arrangements. We do 
not ever expect to achieve uniform- 
ity but perhaps we can help to arrive 
at simplicity. That is why we like the 
method touched on here. 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 
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mortzage lending is purely a local busi- 
ness,” continued Mr. Marcus. “They 
neither seek nor want to go beyond their 
community, either in the marketing of 
mortgages or their acquisition.” He feels 
that such thinking is now outdated and 
that bankers should reappraise their 
concepts of mortgage lending, tuning 
their thoughts and action to the modern 
world we live in. 

“In my studies over many years,” he 
added, “I have come to the conclusion 
that banks are especially suited to han- 
dle mortgage lending in all its phases. 
These phases include the origination, in- 
vestment, sale of loans to others, serv- 
icing of loans sold to others, and the 
utilization of trust funds in mortgage 
lending. I look for the day when that con- 
cept will become general. When it does, 
and the 14,000 banks in the U.S. utilize 
their full range of banking service in 
connection with sound mortgage trans- 
actions, the opportunities will then be 
limitless. 
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Savings Rate Reactions 

Banks and other financial institutions 
that have raised their interest rates 
on savings in recent months are report- 
edly meeting with mixed reactions as far 
as their total deposits are concerned. In 
some instances, the increases have 
boosted holdings considerably, but this 
has not been the pattern across the 
country. 

Many financial institutions, for ex- 
ample, hiked their rates to stave off com- 
petitive increases, and only minor gains 
have been recorded in total deposits. 
Even here, however, the general feeling 
is that the higher rates have prevented 
a run on savings deposits and permitted 
these institutions to hold their own 
organizations that have 
also upped their rates. 

Chase shows gain. Most of the larger 
New York City banks, meantime, have 
held the line, admittedly to see if further 
adjustments are necessary. Sole excep- 
tion is The Chase Manhattan Bank, 
which went to 3 per cent immediately 
after the Federal Reserve Board and the 
Federal Deposit Insurance Corporation 
raised the legal limit to that level on 
December 3, 1956. Chase has reported a 
sharp rise in its total savings deposits 
since then, but evidently the transfer of 


| funds from other commercial banks has 


not been strong enough to prompt them 
to swing over to paying the top rate. 
A recent survey by Bankers Research, 


New York City, reveals that apparently 


the rate increases have prompted many 
commercial accounts to transfer some 
of their checking funds into time de- 
posits to take advantage of the new 
rates. Indications are that anywhere 
from 5 per cent to 45 per cent of the 
increases in savings deposits have come 


| from this source, the study adds. 


Moreover, Bankers Research notes, the 
effectiveness and the extent to which 
the new rate was advertised, how early 


| the announcement was made, and how 


| quickly, or if 


competing commercial! 
banks announced similar rates—or, in 
the case of savings and loan associations, 


Burroughs Clearing House 
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“We’ve just added another 
new customer in Japan... 


Thanks to 


The Bank of California’”’ 


“I'm pretty familiar with the Far East, 
have made several trips over there, 

keep up with the market news and so on. 
But for day-to-day information, sound 
suggestions, and help in expanding my 
market, | always rely on The Bank of 
California. This makes a lot of sense, 
because their Foreign Department has 
been active in the Orient for over 90 


years and their connections are extensive. 


I know because when | travelled over 
there, they helped me make the right 
contacts at the right levels. And, after all, 
with their own offices in five West Coast 
ports, The Bank of California is an 
important connection for anyone 
interested in foreign trade.” 


lf you’re exporting or importing, use 
the experience and facilities of 

The Bank of California, Head Office 
at 400 California St., San Francisco. 


The Bank of California 
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has offices in all three Pacific Coast states 
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higher rates—were important factors in 
savings deposit transfers. 

One of the major effects of this 
scramble for savings is that in many 
areas there now is less of a spread in 
interest rates paid by commercial banks, 
savings banks, and savings and loan 
associations. 

Stronger merchandising. Therefore, 
according to Roy M. Marr, president of 
the United States Savings and Loan 
League, savings and loan associations 
will have to improve and broaden their 
merchandising programs in order to 
maintain their positions. 

“The banks,” he added, “have served 
notice that they intend to compete 
heavily for savings and their aggres- 
sive merchandising programs have been 
backed up by a willingness to go a long 
way toward meeting competition from 
us on the basis of rate.” 

Accordingly, Mr. Marr continued, 
savings and loan members will want to 
give increased attention to such things 
as bettering of customer relations, longer 
hours for the convenience. of customers, 
stronger public relations programs and 
increased advertising budgets. 

Meet customer needs. A somewhat sim- 
ilar tack was taken by Louis B. Lund- 
borg, vice-president of the Bank of 
America, San Francisco, when he urged 
banks to sell savings on the same basis 
as other commodities. In other words, he 
said, savings merchandising should in- 
clude advertising, point-of-sale promo- 
tion, packaging, personal selling and 
solicitation, service, and price. 

Mr. Lundborg, who is chairman of the 
A.B.A.’s Committee on Savings and 
Mortgage Development of its Savings 
and Mortgage Division, pointed out that 
savings must be sold in terms of the 
customer’s tastes and desires, adding 
that banks do not compete only with 
other banks or with other institutions 
seeking savings or investments, but they 
compete with every other use anyone can 
make of money. 


What makes 
a Commercial 
Banker? 


Executive 
Training... 
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Work in a BANK? 


Well now... 














At two levels, effectively present advantages of bank work 


“People use money and want money 
for different reasons so, if they save it, 
they will save it for different reasons,” 
he continued. “Along with selling the 
appeals of savings, we must combine the 
special appeal of saving at a bank.” 
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New Booklets Spearhead 
Reeruitment Program 
Personnel recruitment has received a 
strong assist at The Hanover Bank, New 
York City, through publication of two 
booklets aimed at high school and col- 
lege students. Written in a friendly, con- 
cise manner, their modern layouts and 
illustrations also are effective in pre- 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The Nevionat Shawmut Bank ,, 


40 Water Street, Boston 


To Do 





Member Federal Deposit Insurance Corporation 
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senting the advantages of banking as a 
career. 

Outline possibilities. “What Makes a 
Commercial Banker?” for example, is 
a 20-page booklet directed to college 
men. Profusely illustrated, it covers 
salary and fringe benefits, promotions, 
and on-the-job training. It takes a typi- 
cal bank trainee and photographically 
shows his progress from orientation un- 
til he reaches officer status. The pam- 
phlet emphasizes that advancement 
hinges upon the individual’s capacity. 

The other pamphlet, “Me? Work in a 
Bank? Well, now .. .” is primarily for 
high school girls. Short and to the point, 
it also answers questions about salary, 
hours, fringe benefits, in addition to out- 
lining social activities of staff members. 
Basically, the booklet is concerned with 


| correction of any misconceptions that the 


students may have about banking. 

Other aids. Along with the booklets, 
the bank is using personalized posters 
for high school bulletin boards as a 
means of attracting new personnel. The 
posters carry a large individual picture 
of an alumna and a hand-written letter 
signed by her. The text of the letter 
relates to her being with The Hanover 
Bank, and advises the students to see 
their guidance directors about similar 
employment with the bank. 

Meantime, the bank’s part-time train- 
ing program is being advertised by ac- 
tual participants through the medium of 
plasticized book covers. The covers 
carry the legend, “Banking Trainee at 
33.” The 33 stands for the bank’s clear- 
ing house number and prompts questions 
from other high school students, thereby 
providing new prospects for the pro- 
gram. 

. . 


Novel Supervisory Course 


The central theme of an _ unusual 
supervisory course being presented at 
the East River Savings Bank, New York 


Burroughs Clearing House 
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Will it still be your customer's business 


...when one of the owners dies? 


bbe DEATH of a partner or working 
stockholder can deal a hard blow to 
any business. But bankers can help their 
customers to be prepared. Connecticut 
Mutual business life insurance cushions 
such blows by providing money to solve 
the problem. 


- How can your customer protect 
himself against an inexperienced 
heir coming in to run his business ? 


A: First a buy-and-sell agreement 
must be prepared by an attorney. 
This will make it possible for the 
surviving Owner or owners to buy 
the deceased associate’s share. Con- 
necticut Mutual business life insur- 
ance will supply the money. 


(S 


A customer firm would like to plan 
to continue paying part of each 
partner's salary to his family in case 
one of them dies. But without his 
contribution to the firm, how can 
they afford to do this ? 


A: Connecticut Mutual basiness life 
insurance will guarantee such an 
income. 


Q: Would a customer have to liquidate 
the business to give a partner's 
heirs their share ? 


A: Not when there’s Connecticut 
Mutual business life insurance. It 
will provide funds to pay the real 
value of a deceased partner's share. 
Liquidating might yield only a 


fraction of real value. 
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. Where would a customer get mon- 
ey to find and pay a replacement 
for an owner-executive ? 


A: Connecticut Mutual basiness life 
insurance will provide funds to 
make a sound financial arrange- 
ment with a good new man. 


Because business life insurance is so 
important to every financial and man- 
agement man, Connecticut Mutual years 
ago set up a special department for it. 
There are Connecticut Mutual men near 
you who are trained in funding buy- 
and-sell agreements for partnerships 
and closely held corporations. 


Th 
CONNECTICUT 


Founded in 1846, Connecticut Mutual 
was one of the earliest and is today one 
of the largest writers of life insurance 
for, specialized business purposes. Not 
only are its policies particularly adapted 
to business life insurance needs, but 
comparisons will show that its costs are 
among the lowest. 


FREE BOOKLETS ON 
BUSINESS LIFE INSURANCE 


Particularly useful to bankers who are 
concerned with the continued financial 
soundness of their customers is a series 
of booklets, one on each of the basic 
kinds of business life insurance. Send 
for one or all of them. Most of your cus- 
tomers really need one or more of them 
to assure the lives of their businesses. 


e 
MUTUAL LIFE 


INSURANCE COMPANY + HARTFORD 


[-] Partnership life insurance 
(] Close Corporation life insurance 


Name 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
DEPT. BU-4, HARTFORD, CONN. 


Please send, without obligation, booklets on the subjects checked: 


[] Proprietorship life insurance 
[_] Key Man life insurance 
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As your correspondent we offer 


J 


YEARS 


of financing foreign commerce in the 
Far East and throughout the world 


BRANCHES 


Burma * Cambodia * Ceylon « Java 

Hong Kong ¢ India * Japan * Malaya 

North Borneo ¢ Philippines * Thailand 
Vietnam 








Branches also in New York 
London * Hamburg ° Paris 








The Hongkong and Shanghai 
Banking Corporation of California 











80 Sutter St., San Francisco - GArfield 1-3077 


___ Member Federal Deposit Insurance Corporation 









BANK SIGNS in 


BRONZE ALUMINUM 


Your bank's name in tasteful ond enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too. 

INDIVIDUAL LETTERS 
IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 





DESK 
NAMEPLATES 


2” x 10” one line of copy, $7.50 
2,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 


Bronze Tablet Headquarters” 
UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, 
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Dept. BC, New York 12, N.Y. 

















ENJOYING NEW CAR 
“There it stood—the car of my 
dreams. Cost a little more than 
1 could pay right then, but I just 
had to have it. I warned the dealer 
not to sell it and strode right off 
to the National Boulevard Bank. 
What wonderful people they are. 
They've helped many families to 
new car ownership. My new car 
is nice, and so are the folks at 
the National Boulevard Bank.” 






Come to us for loans; 
— business, auto, 
personal, home. 





iF 
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MEMBER, F.D.1.C. 








ROOM TO SPARE 
“Our family had outgrown the 
apartment we lived in and we 
just had to do something. But 
where to get a loan to buy one of 
those nice homes they’re putting 
up? Someone told us, ‘Go to the 
National Boulevard Bank.’ Thanks 
to this advice we now have a 
beautiful new home, with room 
te spare. The Boulevard can help 
you own your own home, too.” 








36 years of providing 

Chicagoans with bank- 

ing service at its best. 
MEMBER, F.D.I.C. 
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LIKES OUR TREATMENT 


“Take it from me, there’s no 
financial house anywhere that 
will give you the personal treat- 
ment you get at the Nati t 





HAS NEW INTEREST 
“I'm one of many Chicagoland 
working women who have sav- 
ings accounts at the National 





Boulevard Bank. Just talk over 
a loan with them, as I did, and 
you'll see why many people have 
been banking there since they 
opened the doors 36 years ago. 
I like the Boulevard’s thorough 
service—and so will you.”’ 
Come to us for loans; 
~-business, auto, 
personal, home. 
MEMBER, F.0.1.C. 











ie 
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d Bank. It’s just wonder- 
ful how fast ‘interest-time’ rolls 
around, and how the Boulevard 
helps your savings to grow. Why 
don’t you visit the Boulevard 
and start a savings or checking 
account? It’s fun to bank in such 
a nice friendly atmosphere.” 








Save time and effort 
—use Our convenient 
bank-by-mail service. 
Kr MEMBER, F.0.1.C. 
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Testimonials illustrate many uses of banking services 


City, is that the individual’s real secur- 
ity lies in the strengths and abilities 
he can build within himself. 

Educate themselves. Accordingly, the 
eight on-the-job conferences are designed 
not to teach facts and “hard and fast” 
techniques, but to stimulate new atti- 
tudes and approaches to the task of 
leadership. 

Entitled “Human aspects of Super- 
vision or ‘The True Security’,” the self- 
educating program was organized by 
the bank’s personnel department and is 
under the direction of Jules Grabuard, 
personnel director of Bache and Com- 
pany, New York City. He is serving as 
a conference leader. 

Films and booklets provided by the 
Mutual Benefit Life Insurance Company, 
Newark, New Jersey, are being used to 
stimulate concentrated thought. For ex- 
ample, the first film, “The Time is Now,” 
sets the groundwork by presenting a 
supervisor at grips with critical decisions 
and it is expected to provoke many 
important questions. 

Hits basic problems. ‘Integrity and 
Craftsmanship,” “Communications” and 
“Developing Subordinates” are among 
topics to be analyzed at other meetings. 
The subjects are being set up so that 
all participants can look at them, take 
them apart. and give his or her ideas 
on handling them. 

One session will be devoted to helping 
the members do their own personal finan- 
cial planning intelligently, thereby recog- 
nizing that only the employee who makes 
the most of what he has will make the 
most of his business career. At this meet- 
ing the film “Making Money Work” will 
stimulate discussion led by a _profes- 
sionally trained insurance underwriter. 


4 ° 5 


Interest Ads 


Portraying bank services via human 
interest treatment is the small-space 
advertising campaign being used by 
the National Boulevard Bank of Chicago, 
according to Hugh M. Driscoll, execu- 
tive vice-president. 

For the campaign, stock photos were 
carefully selected and a hypothetical 


situation was then tailored to each of 
the illustrations. In each instance, the 
person illustrated gives a_ testimonial 
on the bank’s services. Due to human 
interest flavor of the ads, they are being 
placed in the main news section rather 
than the financial pages. 

The campaign is set up to divide the 
advertising equally among the four 
Chicago papers. Each of the 10 ads 
comprising the series is scheduled to 
appear twice in each paper, over a 10- 
month period, omitting July and August. 

An added merchandising touch in- 
volves having reprints made of each of 
the ads. Above each are four lines of 
type reading ‘‘We hope that this adver- 
tisement, currently running in Chicago 
newspapers, may suggest one of the 
many ways we may be able to assist 
you.” These reprints are inserted in 
customers’ monthly statements and they 
also are mailed to a large list of pros- 
pects and clients of the savings and 
installment loan departments. 


Sd ¢ - 
Unusual Ship Loans 


The Bowery Savings Bank and the 
neighboring First National City Bank of 
New York City recently set precedents in 
shipping loans. 

Midnight oil. The First National City 
Bank gave an excellent example of bank- 
ing service, when it conducted the final 
details of a multi-million dollar loan on 
the 20,000-ton tanker Mosoil at 3:00 
o’clock in the morning via a conference 
telephone call. 

The arrangement allowed the seller, 
Urago Dock Company, Ltd., of Tokyo, 
Japan, to turn over the ship’s mortgage 
to the purchaser, A. S. Mosvold Shipping 
Company, Farsund, Norway, and have it 
recorded on the same day. In Norway, it 
was 9:00 a.m., and in Japan 5:00 p.m. 

The Trinity Corporation of Liberia, 
which has chartered the ship, was also 
involved in the global transaction. 

New venture. The Bowery Savings 
Bank, meantime, has reportedly become 
the first mutual savings bank to make a 
mortgage loan on a merchant marine 
vessel. 


Burroughs Clearing House 





ea AAR T TOS? SB 














1e 
al 


is 
r 


le 
ir 
ls 


)- 


»f 
»f 


)'- 


le 


1e 
of 
in 


ig 
it 
it 


1€ 


nen hae a 


SOE 18 SEITE ok 





The milestone loan was for $2,625,000 | 


mn the Leilani, the former La Guardia, 
which is owned by the Textron Corpora- 
tion and chartered by the Hawaiian 
Steamship Company. The rebuilt liner 
-arries 700 passengers and 3,000 tons of 
freight. 

The Bowery has loans totaling $86 
million under consideration, including one 
for $16 million on a new 60,000-ton 
tanker. These are amortized loans on new 
or reconstructed ships that are 100 per 
cent insured by the government as to 
interest and principal. Such loans, how- 
ever, can only be made to U.S. citizens. 
The ships must be built in the U.S., fly 


the American flag, and the owners must | 


meet other requirements set by Congress 
last year when the law was passed. 
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Tape-TV Combination 
Speeds Bank Service 

The nation’s oldest chartered savings 
bank, The Provident Institution for 
Savings, Boston, Massachusetts, has in- 
troduced a new combination of tape 
recording and TV verification to improve 
customer window services and eliminate 
accounting errors. 

Automatic record. Key to the system 
is its accounting-machine-to-tape equip- 
ment, which instantly reproduces in- 
formation regarding window transactions 
in the central accounting office. High 
speed accounting machines at each of 
the 20 teller stations are connected by 
cabie with tape punches four floors away 
in the accounting department. As each 
customer transaction is completed, an 
error proof tape record becomes _ in- 
stantly available upstairs, where it must 
be centrally processed. 

The tapes are used to funnel all win- 
dow and branch transactions into the 
main stream of the bank’s central ac- 
counting system, to produce automati- 
cally detailed daily records on all phases 
of bank operations. 

Quicker verification. To complete the 
system, Provident has installed a TV 
link between each teller station and the 
signature file and customer ledger sec- 
tions. The teller merely mentions the 
customer’s identification into the inter- 
com. Within seconds, fast-moving clerks 
upstairs can flash the customer’s signa- 
ture and ledger cards upon the teller’s 
screen. 

“The machines,” said Leonard P. 
Chamberlain, auditor, ‘“‘provide the 
needed link between window and back 
office operations. They give us what we 
believe is the fastest possible lobby serv- 
ice. Above all, the accuracy of our 
record keeping has provided both our 
customers and the bank with the great- 
est amount of protection.” 


5 ° 


Potomac Portrait 


The Riggs National Bank of Washing- 
ton, D.C., has put into booklet form its 
series of 22 advertisements dealing with 
the Potomac River and its history. 

Entitled “Potomac Portrait,” the 52- 
page publication provides an interesting 
historical review of the Capital and the 
surrounding area. It also pays tribute 
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Off to Bank No. 299 


MAYBE it’s your bank. 


WE SEND clearances by truck to 299 of them. 
THAT'S in addition to air mail sendings. 
SOMETIMES trucks are faster than planes. 

IN PARTS of Pennsylvania and New Jersey, say. 
FAST TRUCK clearances can save 2 to 4 days. 

WE SEND 1.5 million checks a month via trucks. 
OUR CORRESPONDENTS like the speed of this service. 
SO DO many industrial customers. 

ARE YOU making use of this time-saver? 

IF NOT perhaps you'd like more details. 

JUST ASK one of our officers to call. Soon. 


Banking since 1782 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


30 offices—Serving more people more ways than any other Philadelphia bank 


Member F.D 1.C. 
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Across the street...across the nation 


Bankers from Division F 









Raymond Becker 
Vice President 


HANCES are you know one or more of the men 
? shown here. They’re bankers from Division F 
at The First National Bank of Chicago—familiar 
faces from Boston to Bakersfield. 

The sole purpose of each of these men is to 
work with you. “Banker to banker’’ they’re pre- 
pared to pass to you one of the richest stores of 
industry-specialized knowledge available in the 
nation. 

Each Division in our Commercial Department 
specializes in one group of industries exclusively 
...and bankers from Division F specialize in 
banks and bankers. They will secure facts and 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets « Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Verne Bartling 
Vice President 


NORTHWEST 
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figures from all other Divisions and relay them 
to you in order that you may have information 
additional to local sources and printed material. 

The result is sound decision—in management, 
bond portfolios, operations, remodeling and ad- 
vertising problems. 

The banker in a correspondent relationship 
with The First National Bank of Chicago is in 
touch with the times, has a sensitive finger on 
the pulse of the financial world about him. 
Wouldn’t it be a good idea to discover all the 
benefits we offer? When can a man from The 
First call on you and explain them in detail? 


Chicago Banks 
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Burroughs Clearing House 
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to the 120 years of service which The 
Riggs National Bank has given to its 
community and country. 


Harper’s Ferry, Great Falls, Fort 
Washington, Point Lookout, and several 
national shrines are among the land- 
marks featured in the pamphlet. Sup- 
porting text and maps give the reader 
a capsule glimpse at past and present 
points of interest along the Potomac, 
which has often been referred to as 
“the national river.” 
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Pinpointing Changes in 
British Bank Advertising 


A few years ago British conservatism 
was well exemplified by the advertising 
of its banks. An announcement of the 
bank’s name, its total resources and 
assurance that “All forms of banking 
business transacted” were about the 
only facts that old-time bankers felt 
the public needed to know. 

Many changes. Today, however, the 
British banks are going “all out” to in- 
form the public of their activities. New 
evidence of this is found in a Midland 
Bank Limited brochure that presents a 
panorama of that institution’s adver- 
tising from 18386 to 1956. 

The booklet serves as a history of 
banking psychology in its relation to 
the public, as well as offering a record 
of the advances in printing techniques 
and in bank advertising appeals. 

The new printing techniques, com- 
bined with a more aggressive banking 
philosophy, have led to Midland’s dis- 
tribution of more than 500,000 book- 
lets and leaflets each year. In addition, 
its ads annually appear in more than 
1,000 newspapers, periodicals and 
magazines, 

Past decade fruitful. The bank’s first 
break with traditional advertisements 
came in 1946, when it published a series 
of illustrated advertisements featuring 
the development of various trades of the 





LONDON JOINT CITY AND 
MIDLAND BANK LIMITED 


CHAIRMAN : 
The Right Hon. R. McKENNA 
JOINT MANAGING DIRECTORS : 
FREDERICK HYDE EDGAR W. WOOLLEY 


Subscribed Capital - £38,117,103 
Paid-up Capitar- = 10,860,852 
Reserve Fund - = 10,860,852 
Deposits (Dec. 3/1, 1922) = 354,406,336 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, EC.2 
OVER 1,670 OFFICES IN ENGLAND AND WALES 














Branches are now open in LLANDUDNO as follows : 


46 Mostyn St. | 103 Mostyn St. | Queen’s Road 
Joint Managers : W. O. HUGHES and J. ©. JONES 
Hours of Business: Saturday, 9.30 a.m.—)2 noon: other days, 10 a.m.—3 p.m. 





Traditional advertisement 





Head above water 


We never thought much of 
the ‘sink-or-swim’ theory. 
We like to help peopie, as 
our customers well know. 
Anytime, therefore, that you 
feel you're getting up to the 
neck in financial and busi- 
ness problems, do as they 
do: drop into one of our 
branches and have a chat 
with the Manager. You'll find 
it helpful and maybe illumi- 
nating. And, of course, 
















there’s no sort of obligation. 
$0 obligation —=— 
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MIDLAND BANK LIMITED 








Current humorous approach 


Reveal sharp transition in British banking philosophy 


Midlands of England. Two years later 
it began its popular calendar series. 
These ads have become a highlight of 
British advertising, and feature works 
of well-known authors and artists. 

The new medium of commercial tele- 
vision is also being used to present the 
banking story in England. Recently, for 
example, the Midland Bank had well- 
known personalities introduce its gift 
checks to the public via the television 
screen. It marked a “first” for banking 
use of this medium to promote one of 
its services. 
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Bank Management 
Development Conference 

The National Association of Mutual 
Savings Banks is sponsoring an eight- 
week Management Development Confer- 
ence for savings bankers at Dartmouth 
College, Hanover, New Hampshire, July 
2 through August 24. 

The program is designed to provide 
training for greater responsibilities in 








94 Years... 
64 Branches 
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Complete International Banking Service 


HEAD OFFICE: LONDON, ENGLAND 
New York Agency: 34 Wall Street 


In South and Central 


America, England, France, 


Portugal and Spain 











bank management, and includes two 
management courses at the Amos Tuck 
School of Business Administration and 
two liberal arts courses. The manage- 
ment courses will deal with “The Prin- 
ciples of Credit Management” and 
“Understanding the Money Market.” The 
liberal arts training will attempt to de- 
velop a greater sophistication concerning 
the social and political issues of today, 
according to William L. Maude, chair- 
man of N.A.M.S.B.’s Committee on Man- 
agement Development. 

The Conference, he added, is the cul- 
mination of several years of study of 
requirements of mutual savings banking 
and the formal educational facilities for 
their fulfillment. 

“In this day and age of specialization 
there is need for comprehensive over-all 
training that will develop men for the 
ultimate assumption of management 
duties,” said Mr. Maude, who is presi- 
dent of the Howard Savings Institution, 
Newark, New Jersey. 

Developed in cooperation with Dart- 


_ mouth College, the program courses will 


be conducted on the basis of lectures, 
small group discussions and assigned 
readings. 
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Famed Bank Remodeling 
To Meet Customer Needs 


One of banking’s most renowned struc- 
tures, the home of the Security Bank and 
Trust Company of Owotonna, Minnesota, 
is being remodeled and enlarged to pro- 
vide the additional space needed for 
banking operations. 

According to President Clifford C. 


| Sommer, at least 18 months of planning 


have gone into the project principally to 
design changes in a way that would meet 


| increasing customer demand yet preserve 


the heritage of the architect, Louis Sul- 
livan, who has been called the father of 
modern American architecture. 

Present banking quarters will be re- 


_ arranged to provide modern facilities, 
| but the basic architectural features of 


the walls and ceilings, including the un- 
usual chandeliers, will be retained. The 
40-foot high walls and ceiling will be 
cleaned and renovated to restore them to 
their original luster. No changes are 
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to help your customers obtain 
more working capital... 


Consult 
COMMERCIAL 


- CREDIT 





Commercial Credit’s accounts receivable and inventory financing offers you an ideal way 
to help your customers who have need for additional working cash, yet whose 
regular lines of credit do not warrant further extension within your own opera- 
tion. Our method does not interfere with your own service. On the contrary, 


it will function as a perfect complement to your service. 


We have had 45 years’ experience handling this type of financing for thousands of 
companies involving billions of dollars. Any office of COMMERCIAL CREDIT 
CORPORATION below will gladly furnish complete information to you. Or, 


through you, to any of your customers. 


200 West Baltimore Street, BALTIMORE 3 


722 South Spring Street, Los ANGELEs 14 100 East 42nd Street, NEw York 17 


222 West Adams Street, CHICAGO 6 


112 Pine Street, SAN FRANCISCO 6 


A service offered through subsidiaries of COMMERCIAL CREDIT COMPANY 


Capital and Surplus 


over $200,000,000 
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NOBODY KNOWS NEW YORK 








Sree 


BETTER THAN FIRST NATIONAL CITY 


Head Office: 55 Wall Street, New York 


70 OVERSEAS BRANCHES, OFFICES AND AFFILIATES ¢ 75 OFFICES IN NEW YORK 


Around-the-clock Transit Service * Collections * Credit information * Bond Portfolio Analysis « Complete 
Securities Handling Facilities ¢ Dealers in State and Municipal Bonds «¢ Participation in Local Loans 
Personalized Service * World-Wide Banking Facilities * Complete Metropolitan New York Office Coverage 


Wember Federal Deposit insurance Corporation Fist on Wtorld Wide Banking 


For a complete 
outline of the 
many services 

First National City 
can perform for you, 
write fora free copy 
of our booklet, 











“Correspondent 
Bank Services." 
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Undergoing modernization 


planned for the exterior of the building, 
shown above. The project is to be com- 
pleted early this fall. 

The building over the years has at- 
tracted much national attention. It is 
also the subject of study by architec- 
tural students everywhere, particularly 
this year, which is the 100th anniversary 
of Mr. Sullivan. Art groups have marked 
this centennial with widespread writing 
of him and his works, and the Security 
Bank building is frequently mentioned 
and pictured. 
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Picturesque 
Bank Promotion 


The First National Bank in Grand 
Junction, Colorado, is distributing to its 
friends and customers a 20-page book- 
let detailing highlights of its service 
area. 

Picturing a number of local scenes, 
with brief descriptive sketches, the book- 
let, “The Western Colorado Wonder- 
land,” contains an interesting analysis of 
various industries in the territory imme- 
diately west of the Continental Divide. 
Several maps are included, to enable 
readers to locate the picturesque points 
of interest described in pamphlet. Cli- 
mate and potential growth of the area 
are also covered. 

In the booklet’s foreword, the bank pin- 
points the many banking services that 
are available to visitors and residents, 
as well as such special courtesies as hold- 
ing of mail and telegrams sent in its 
care, making reservations, etc. 
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West European Study 


One of the most comprehensive sur- 
veys of West European trade and com- 
merce is contained in the new booklet, 
“Holland within the European Market.” 
It is being distributed to customers and 
friends by De Twentsche Bank, N.V., 
\msterdam, Holland. 

The 120 page publication was pre- 
pared by H. Th. Vreede, and is primarily 
concerned with the economy of Holland. 
Statistics of the other West European 
1ations, however, are intimately inter- 
woven into the study, emphasizing the 
interdependent relationships of the 
countries. 

Data on population, life expectancy, 
principal cities, national incomes, pro- 
duction, consumption and trade values 
are all presented in the booklet. These 
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facts and figures are supplemented by 
charts and diagrams, which give a con- 
cise picture of the European economy. 

Holland’s contributions are graphi- 
cally presented in the chapters on edu- 
cation, religion and political parties; 
labor; traffic and transport; money 
stock, public finance and national debt; 
taxation; personal incomes and cost of 
living; consumption; and market data 
about Holland. 

The concluding chapter details the 
European outlook. It contains an ex- 
cellent chart on U.S. investments in 
these countries, and covers trade devel- 
opments also. 
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Perceptual Psychology 
Enters Banks Advertising 


A new advertising technique, based on 
an extension of perceptual psychology 
employed in the Rorschach ink blot tests 
is now being employed in bank adver- 
tising illustrations. 

One of the first banks to use this new 
method of “negative” shapes is the First 
and Merchants National Bank of Rich- 
mond, Virginia, which recently ran a 
successful nine-week campaign in local 
newspapers. The Lincoln Rochester 
Trust Company, Rochester, New York, 
and the Marine Midland Trust Company 
of Central New York, headquartered in 
Syracuse, are also incorporating the prin- 
ciples of negative and positive shapes 
in their advertising, as shown below. 

Illustrations in the new art style have 
appeared in a dozen medical journals, 
as well as in professional publications, 
with unusual results reported in atten- 
tion and reading. 

Banks are now being offered the illus- 
tration service on an exclusive market 
franchise for local use. A portfolio of 75 
special banking subjects, together with 


Tests the reader’s ingenuity 














Happy or Unhapey ABOUT MONEY? 
If you're unhappy with the way you've beeo handling those 
precious payday dollars, let Lincoln Rochester’s convenient 
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TRUST COMPANY 
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And nothing is better 
for travelers around the 
world than 
FIRST 
NATIONAL CITY 
BANK 


Travelers Checks! 


They're safe, spendable like cash 
everywhere. Come in handy 
denominations of $10, $20, $50 and 
$100. Promptly refunded if lost or 
stolen. Cost only $1 per $100; good 
until used. SELL FIRST NATIONAL 
CITY BANK TRAVELERS CHECKS — 
YOU KEEP 90% OF THE SELLING 
COMMISSION, AND REMIT 10% TO US! 


Member Federal Deposit Insurance Corporation 
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Take Krother Look 


Arizona Banking 


40 Mice! 


—In Arizona 













16 New Offices \ 


Home Oflice 
Phoenix, Arizona 


FIRST 
NATIONAL 
BARN IK oF arizona 


Arizona’s Oldest National Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION } 
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Australian bank display covered world’s savings promotions 


examples from banking and other cam- 
paigns, and a brief discussion of the per- 
ceptual psychology employed, is avail- 
able on request from Cynosure, 11 James 
Street, Rochester 7, New York. 
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Bookkeeping Figure 
Way Too Low! 


Many operating men must have been 
puzzled over one abnormally low produc- 


| tion figure cited in the article, “Staffing 
| Yardsticks for Operating Departments,” 
| contained in the March 1957, issue of 


Burroughs Clearing House. 

In reporting work-unit averages for 
32 banks, the analysis of bookkeeping 
department performance included refer- 
ence to 334 commercial accounts being 
handled per commercial machine. The 
correct figure is 834 accounts per ma- 
chine—which makes quite a difference. 
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Newsworthy Ideas 


Recognizing the need for future execu- 
tives, the Kansas Bankers Association 
is distributing a questionnaire to its 
members urging them to hire college 
students during the summer months. 
Group placement officers have been se- 
lected from areas all over the state and 
they will aid banks by interviewing stu- 
dents interested in banking careers, 
according to Riley Burcham, executive 
vice-president of the Lawrence National 
Bank, who is chairman of the KBA 
Placement Committee. He adds that dur- 
ing the next decade 600 Kansas bankers 
will retire, leaving a shortage in execu- 
tive material that could eventually be 
filled by the summer student trainees. 
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During the past Olympic Games, The 
Commonwealth Bank of Australia, be- 
decked the lobbies of its main branches 
in the six capital cities of Australia with 
posters and other material used to pro- 
mote savings by banks all over the 
world. The exhibits included folders, 





booklets, money boxes and advertising 
novelties, and provided an excellent tie-in 
between World Thrift Day and the Olym- 
pic Games. The bank kept the displays 
intact until after the Games were over. 
It also left the offices open 20 evenings, 
thereby enabling its customers and thou- 
sands of visitors to see the colorful ex- 
hibits. 
* 


The Citizens National Trust and Sav- 
ings Bank of Riverside, California, has 
established five college scholarships to 
honor the late William A. Johnson, long- 
time director. The program includes a 
$750 scholarship for the University of 
Redlands, an equal grant for Claremont 
Associated Colleges, and three $250 
scholarships for the University of Cal- 
ifornia at Riverside. The colleges will 
administer the one-year scholarships. 
There is no restriction on the student’s 
field of study, but he or she must attend 
school on a full-time basis. 
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The Central National Bank of Cleve- 
land recently made arrangements to pro- 
vide polio shots for its employees at a 
nominal cost. Staff members wasted no 
time in taking advantage of the offer; 
out of the 1,000 employees, 450 were 
inoculated. In the photo below, Dr. Wil- 


liam J. Teknipp inoculates Barbara 
Krokorich, clerk-typist, as Arthur C. 
Gerhan, manager, distributing depart- 


ment, awaits his turn. Margaret McCann, 
registered nurse in charge of Central 


An ounce of prevention 
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National’s dispensary, is in the back- 
ground. 
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New Products 


The latest labor-saving features are 
offered in a new, mid-weight floor pol- 
isher produced by General Floorcraft, 
Inc. This “KL” model, called the ‘‘Dyna- 
Craft,” is engineered for frequent use, 
with virtually no upkeep. It polishes, 
buffs, scrubs, and dry cleans all types 
of floors. Powered by a % hp motor, 
it has a fully pivotal handle which locks 
in an upright position for storage. An- 
other feature is its handy toe-trip re- 
lease. Further details can be obtained 


from General Floorcraft, Inc., 421 Hud- 


son Street, New York City. 
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The Master Addresser Company’s new 
addressing masters, called Press-On 
Master Patches, have pressure sensitive 
backs for easy attachment to any ledger | 
or record cards. In use, the paper 
masters are typed with name and ad- 








Practical, easy to use 


dress or other repetitive data in the 





office typewriter. Tabbed on front or | 


back of a ledger or other record card, 
the typed data can be reprinted 50 to 
100 times over a period of years, and 
at a saving of % of the time required to 
type the same. Each Master Patch has 
a hinged paper flap which covers the 
address area. It prevents any possible 
soiling of hands in the process of pre- 
paring or attaching the master. Further 
details may be obtained from Master 
Addresser Company, 6500 West Lake 
Street, Minneapolis 26, Minnesota. 
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A new divider wall partition for cre- | 


ating semi-private office units from open 
floor space is being offered in two sizes 
by the E. F. Hauserman Company. It 
comes unglazed at a height of 43 inches 
from the floor, or in glazed sections 66 
inches high. Standard panel widths are 
>6, 48 and 60 inches. The partitions 
come in pale green, light grey and tan 
colors. Gates are also available in coral. 
All metal parts are finished in special 
iow-gloss, hard-finish baked enamel, 
which never needs repainting, only peri- 
\die washing. Custom-made panel 
widths, colors and fittings are also of- 
‘ered. Further information may be ob- 
tained by contacting Hugh F. Beckwith, 
Manager of Market Development, The 
E. F. Hauserman Company, 6800 Grant 
Avenue, Cleveland 5, Ohio. 








The most dynamic 
banking corner 
in the West!... 


8th & Hill Streets...home of Union Bank 
& Trust Co. of Los Angeles, 

where Money Engineering has created 
new dimensions in banking services 

for your bank and its clients. 


UNION BANK é Trust co. 


of Los Angeles, 8th and Hill Streets 
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COMPLETE 
BANKING 
UNDER 
ONE ROOF 


THE BANK OF PERSONAL SERVICE ® WE HAVE NO BRANCHES « TELETYPE LA 501 © BANK WIRE SLUN 


MEMBER OF FEDERAL DEPOSIT INSURANCE CORPORATION AND FEDERAL RESERVE SYSTEM 
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LOOK 
TO ABBOTT 


FOR COMPLETE 
BANKING EQUIPMENT 


CALENDARS 
AND DESK SETS 





A completely new line of decorator 
designed perpetual calendars and 
desk sets in satin finished brass or 
chrome, single and double faced 
calendars with or without pens. 












SIGNS 


Illuminated signs, beau- 
tifully hand-etched in 
plate glass. Standard 
engraved floor and 
counter signs. Name 
plates of all types. 








ABBOTT MODEL 49 


The world famous line of Abbott 
coin counting and sorting ma- 
chines in hand operated and heavy 
duty electric models. 


Also: Abbott quality coin wrappers, coin 
and currency trays, etc., etc. 


WRITE FOR COMPLETE CATALOG 


ABBOTT COIN COUNTER CO. 


143rd-144th STREETS & WALES AVE. 
NEW YORK 54,N. Y., U.S.A. 
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Charting Performance and Morale 


By L. Langstroth and Gus W. Campbell* 


Employee Relations Consultants, New York City 








Performance and productivity are be- 
ing measured against employee attitude 
and morale through the medium of the 
Employee Diagnostic Survey in _ the 
banking field. This is a simple and 
objective device so constructed that a 
bank may administer it for itself, or if 
management prefers, it may bring in 
specialists to do the job. 

Comprehensive questionnaire. Under 
this system, the non-supervisory group 
of employees answer anonymously 81 
statements of the survey on a true, false 
or questionable basis. Their answers 
provide insight into management prob- 
lems and serve as a measurement of staff 
morale. 

Another feature of the survey is that 
the supervisory group, including man- 
agers, assistant managers and others 
who ordinarily and customarily direct 
the work of others, answer anonymously 
the same statements which the non- 
supervisory group answer. The super- 
visors, however, answer not as_ they 
think or feel about the statements, but 
how they think their subordinates will 
answer them. The purpose is to find out 
how close the supervisors are to their 
own people. This is in effect a double 
check on the survey. 

Measures human relations. Results were 
plotted as shown in the chart, “Diag- 
nostic Survey of Employee Morale.” 
First the bank average on a given ques- 





*Mr. Langstroth is a consultant on employee 
relations of New York City. He has had 25 years 
experience in the personnel and industrial rela- 
tions field. Mr. Campbell is a former vice-presi- 
dent in charge of personnel relations for the 
Chase Manhattan Bank, New York City. He has 
his own consulting firm, serving a variety of 
industries in sales, organization and _ training. 


tion category is cited, then the branch 
or unit average, and then the super'i- 
sors’ estimate of the same unit or branch. 
In some cases the estimates of super- 
visory personnel were accurate; the 
employees were answering the survey 
statements much as their supervisors 
thought they would. This in itself pro- 
vided some measure of the awareness 
supervisory personnel had of the human 
relations problems affecting their sub- 
ordinates. Thus management could deter- 
mine whether the morale of a branch or 
department was good, average or poor; 
whether the supervisors were aware of 
the attitude of their workers; and areas 
of strength, but more particularly those 
categories which were low and in need 
of correction. 

The results as shown in the morale 
diagnosis chart indicate that, for the 
office under study, the categories of 
supervision, work pressure, employee co- 
operation and communications are below 
the 40th percentile or under average, 
and relatively low as compared to the 
bank average. 

In measuring the performance of 
comparable units or branches, to ascer- 
tain the relationship to morale, the 
following factors were used: 1. The 
number of transactions per employee per 
annum. 2. The number of lost accounts 
per employee per annum. 3. Employee 
turnover. 

To make comparisons it was necessary 
to compute percentiles for each of these 
factors. This was done by obtaining 
data from units involving some 4,000 
employees, and averaging the results of 
the three factors. Using this method, 
the number of transactions per employee 


Indicates areas where better supervision is needed 
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Supervisors’ estimates of how their 
people will answer the statements 
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relationships with their superiors, and 
the bank. They also take a test on the 
principles of supervision. Those partic- 


RELATIONSHIP. BETWEEN MORALE AND PERFORMANCE 








90 x Yd 90 ipating are identified, since the objective 
: is to help those who need coaching. 

To make the survey meaningful to 

o- 0 e 4 80 management, analysis sheets are pro- 





vided for each category showing at or 
, below the 40th percentile, giving the per- 
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Rate of employee turnover per annum 
Rate of employee absenteeism per annum 


























PERFORMANCE DATA—PERCENTILE SCALE 











45 per cent. 
The negative responses indicated that 
Attitudes of 4,000 employees closely related to production the supervisors do not have the con- 


fidence of their subordinates. Further- 
more, they lack a basic understanding of 


per annum was given a relative weight The line of best fit shows a good _ the principles of human relations. 








of 33.33 per cent, the same weight used 
for the number of lost accounts per 
employee per annum, and employee turn- 
over. 

Pinpoints weak spots. As shown in the 
morale and performance chart above, 
the results of performance for those 
units surveyed were plotted on the hori- 
zontal axis and the indicated results of 
morale for each corresponding unit was 
plotted on the vertical axis. 


correlation, for the overall results dis- 
close that in 7 out of 10 cases morale 
and attitude of employees in comparable 
units are closely related to their per- 
formance. As one advanced so did the 
other, and as one declined the other did 
likewise. 

Special supervisory tests. The super- 
visors also respond anonymously to a 
survey designed to measure their atti- 
tude toward their own positions, working 
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ese nylon 


No waste space 
inside or out. 


P. O. BOX 581 
WOOSTER, OHIO 


bearing, smooth 
operating files are 
available in any size. 


RECORD FILES, INC. | 


Strengthens training program. The cor- 
relation between performance and morale 
established by the research has helped 
the banks to locate conditions which 
require correction in specific departments 
or branches. An important contribution 
of the survey program has been to 
strengthen the bank’s training program 
in places where it requires strengthening, 
obviating the necessity of training where 
it is not required. 


Le uh bul ordlr.... 


IN YOUR RECORD ROOM AND SAVE 
YOUR BANK a AND MONEY 


SAVE TIME — SPACE — INCREASE 
EFFICIENCY and SAVE MONEY 
with RFI STEEL RECORD FILES. 


Your Bank, like every other, 
collects records with each trans- 


action. A cluttered storage room 
of shelving and cardboard boxes 
is a costly waste of space and 
employee time that you can’t 


afford. 


Let RFI assist you in creating a 
clean, efficient file room with 
Nylo Glide files. 


RECORD FILES, INC. 
P.O. BOX 581 DEPT. B, WOOSTER, OHIO 


| Please send additional information. 
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| Address 
| City. State 
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eS Reports for 1956 
L000 Office Yeon 


With the opening of an office in 
Garden Grove, California early in 
1956, the Beneficial Finance System 
became the first 1,000-office organi- 


zation in the consumer finance field. 


In the Beneficial Finance System’s 
42-year history, 1956 was the best 
year ever ... in number of families 
served ... in area covered ... in 
number of offices operated .. . and 


in net earnings. 


Beneficial serves principally fami- 
lies by making loans in the small 
amounts they require and on re- 
payment terms especially devised 
for them. In this way, a constructive 
service is rendered to people living 


in thousands of communities. 


--.-@ BENEFICIAL loan is for a beneficial purpose. 





Beneficial Building, Wilmington, Del. 


MORE THAN 1,000 OFFICES IN THE UNITED STATES, CANADA, HAWAII AND ALASKA 


Beneficial 








HIGHLIGHTS 1956 1955 

















Net Income $ 18,685,686 |$ 16,807,373 
Net Income per Common Share $1.91 $1.71 
“Cate ” $1.00 $1.00 
Amount of Loans Made $739,041,925 | $632,491,082 
Number of Loans Made 1,857,772 1,783,979 





instalment Notes Receivable 
— at year-end (after deducting $442,283,634 $384,902,281 


Unearned Discount ) 











Number of Offices— at year-end 1,023 978 








The information contained herein should be read in conjunction with the 
financial statements and notes appearing in the 1956 Annual Report to 
Stockholders. A Copy OF THE REPORT WILL BE FURNISHED UPON REQUEST. 
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Presentation of New and Modernized Savings and Loan Quarters 


Current exterior and interior design trends from associations in several states 


Long Island City, N.Y. An 80-foot long photo mural of Manhattan Island 
is featured at the new Ditmars branch of the Astoria Federal Savings and 
Loan Association. The mural is a composite of 26 aerial photographs 


Newark, O. Stainless steel trim is carried 

throughout the interior and exterior of 

z the new headquarters of Licking County 

Bank Building Corporation of Americ Savings. Facing is of white marble. A 

Cheyenne, Wyo. Contemporary western architecture, utilizing brick, stone basement garage provides parking for 25 

and redwood, is embodied in the new quarters of the Cheyenne Federal customer cars. The drive-in and sidewalks 
Savings and Loan Association. Note placement of identifying sign have sub-surface heating coils 


Bank Building Corporation of America 
Vineland, N.J. The newly constructed head office of Newton, N.C. Planters, indirect lighting and modernistic fur- 
the Vineland Savings and Loan Association is of nishings accent modern look at the new Citizen Savings and 
modern Colonial design. It has a slate roof Loan Association building. Note drop ceiling in work areas 


Manchester, N.H. A 61-bell carillon, providing weather and Bristol, Conn. The newly-opened Bristol Federal 
time signals, graces the new Manchester Federal Savings and Savings and Loan Association’s brick and glass 
Loan building. The office has two community rooms building makes full use of its hillside site 
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Pictorial Glimpse at Trends in Drive-In Bank Styling 


Featuring the latest innovations in motor banking facilities across the nation 




















Charlotte, N.C. The Park Road Shopping Center Sarasota, Fla. The Sarasota Bank and Trust Company’s new 

branch of The Union National Bank has drive-in building contains six walk-up and drive-up windows. Its main 

facilities and a 25-car parking lot. Colorful walls lobby and the instalment loan department are separated by 
and matching draperies highlight interior a 50-foot glass window wall, emphasizing open look 
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Poplar Bluff, Mo. The attractive drive-in, walk-up addition to Kansas City, Mo. Three drive-in windows and a 
the State Bank is located behind the main building. It has a walk-up station have been added to banking facilities 
15-car parking lot. Unit is arranged for easy accessibility at the newly modernized Traders National Bank 
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Shelby, N.C. Drive-in facilities are offered at both Orangeburg, S. C. A customer’s lounge, five tellers stations 


sides of the South Drive-In branch of The First and two drive-in windows are available at the new Calhoun 


National Bank. Concrete canopies protect patrons Drive office of The Southern National Bank 












Alexandria, La. Four island-type drive-in units have been added to expanding banking facilities at the Bolton Avenue 
branch of the Rapides Bank and Trust Company. Arrangement eliminates crossing of traffic lanes, permitting four 
separate lines for motoring customers. Extra customer parking space was also provided in branch’s expansion 
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Mobile, Ala. An over-the-street bridge connects recent- 
ly completed main office addition with the new motor 
branch and parking building at The Merchants National 
Bank. Unit has four drive-up and three walk-in stations. 
The seven-level structure has self-parking operations 
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Terre Haute, Ind. An illuminated plastic sign attracts 

attention to recently added, saw-tooth arranged, drive- 

in windows at the Twelve Points branch of The Mer- 

chants National Bank. Brick, mortar and glazed tile 
were used in the fully air-conditioned unit 
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Corsicana, Tex. A 150-car parking lot, drive-in service, and 
14 inside teller stations are offered at the newly-completed 
four-story First National Bank building. The $750,000 dual- 
purpose structure provides complete one-floor banking serv- 
ice, in addition to office space for local concerns. It is con- 
structed of red granite, steel, terra cotta and glass 
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Bowling Green, Ky. The new 10th Street Auto branch and 
customer parking lot are parts of an extensive moderniza- 
tion program at The Citizens National Bank. Plans also call 
for complete remodeling of the main bank building. Attrac- 
tive auto banking facilities are of brick 
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Lakeview, O. The new Farmers Banking Company building has drive-in 
service at right. Note battery of spotlights housed in canopy. Attractively 
landscaped, the modern structure has wide expanses of glass 
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Raleigh, N.C. The Security National 
Bank’s Midtown Auto branch employs 
novel architectural design 
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Next time you’re in Chicago, let us 
show you through the Continental Illinois’ 
Foreign Department on a typical business 
day. 

You might see letters of credit financ- 
ing shipments of feathers from Poland. 
Tractors to Brazil. Frog legs from Japan. 
Lard to Germany. 

You may see envelopes postmarked 
from any nation on earth—a constant flow 


Every day this Chicago bank sends tons of cargo 
sailing over 250,000 miles... 


of cables and wires—hundreds of foreign 
transactions in process. 

Come in and see Continental Illinois’ 
fast-moving Foreign Department. It has 
been and is one of America’s biggest and 
busiest. In fact, there’s no foreign banking 
transaction we cannot handle for you. 

This is the Foreign Department many 
of our correspondents use as their own. It’s 
yours for the asking. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 
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The changing distribution of family income poses a vital merchandising challenge to banks 


IN “AGE OF THE CONSUMER” 








ankine’s Big 


it must learn to use mass 


Marketing Joh 


selling. as a tast expanding 


middle income group hikes demand for financial services 


OR the stockholders of many banks 

across the nation, the cold, winter 

months of early 1957 brought 
warm news. As a result of higher in- 
terest rates, a greater demand for 
loans, and the general prosperity of 
the country, earnings in 1956 were up 
over the previous year. But behind 
the facade of increased profits lay an 
important question that sooner or 
later American banks would have to 
answer: Can banking find more ways 
of meeting the challenge offered by 
the new Age of the Consumer? 

This challenge comes from the 
growing influence of the economic 
middle class—that group of families 
with incomes of from four to ten 
thousand dollars. Back in 1920, on a 
comparable dollar basis, they made up 
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By 
ALEXANDER B. ADAMS 


Vice-President, Mellon National Bank and 
Trust Company. Pittsburgh 30, 
Pennsylvania 


only twenty per cent of the population. 
Gradually, that figure climbed until it 
reached thirty-eight per cent in 1947. 
But since then, there has been a sud- 
den spurt, until today this group of 
families comprises more than half of 
all the families in the country and is 
growing at a rate three and half times 
faster than the population as a whole. 

What has this meant for American 
business? It has meant that the mass 
market today is the middle, not the 
low, income family and that the Amer- 
ican consumer is richer than ever 


before in history. The effects have 
been important. No longer does the 
automobile salesman, for example, 
scan a selected list for potential cus- 
tomers; he knows that one out of every 
two people he passes in the street 
comes from a family with enough 
money to buy one car, and perhaps 
two. And out of this knowledge have 
come the record-breaking totals of 
automobile sales. 

Television dealers, clothing mer- 
chants, department store managers, 
tourist agents and other businessmen 
are all discovering the same secret: 
The middle-income American consum- 
er, the man with money to spend, is no 
longer restricted to one type. Instead, 
he is a man with many faces. He may 
work in a mill, or a store, or a service 
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How Banks and other Financial Institutions 
Are Faring in the Mass Market 


The four charts reproduced here indicate how relatively well 
various purveyors of financial wares to the public have been 
able to capture the expanded market resulting from the vastly 
larger middle income group. While bank earnings are currently 
up, it is noteworthy that the banks’ share of the total market 
for financial services has been steadily shrinking since 1946. 
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Can banking speed up its mastery of merchandising to prevent further loss of its market share? 


station; he may wear a grey flannel 
suit or blue denim overalls. But wher- 
ever he is, or whatever his occupation 
or trade, he is a man to be courted and 
wooed by American business, for he 
controls a large part of the national 
purchasing power. 

Sometimes, he wastes it foolishly on 
over-priced gimmicks that will soon 
wear out, like the toy sports cars, 
priced at $395, which enjoyed brisk 
sales last Christmas. More often, he 
spends it wisely on things that his 
family will enjoy and use. For ex- 
ample, in 1956 he bought four and a 
half million washing machines and 
almost two million driers to relieve 
the drudgery of his wife’s housework. 
By the year’s end, he had paid the 
bills for wiring nearly ninety-three 
per cent of all the houses in America, 
had put telephones into three out of 
four residences, and had made at least 
a down-payment on houses for three 
out of four families. Altogether, in 
the post-war period, he had bought 
more goods and services than ever be- 
fore in history and had sent the stand- 
ard of living in America to the great- 
est heights that it had ever reached. 

But there was one thing that he has 
not done. He has not found his way 
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as quickly and easily to the banks as 
he has to other retailers. For the 
banks’ share of the total market for 
financial services has been steadily 
shrinking since 1946. In that year, the 
banks made 28 per cent of the mort- 
gage loans; in 1956, they made only 
21.3 per cent. In the face of sizable 
gains by finance companies and credit 
unions, the banks barely held onto 
their share of the market for install- 
ment credit, while their share of the 
consumers’ savings dipped a sharp 16 
per cent. Even more important, their 
total assets, once a hefty 62 per cent 
of the assets of four leading types of 
financial institutions, had dropped to 
a relatively low 55.3 per cent. Clearly, 
by the beginning of 1957, the banks 
had not gained full acceptance among 
the growing middle income group. 


HIS lack of acceptance illustrates 

the need for better merchandising, 
because a person’s habits do not auto- 
matically change just because his in- 
come has changed. Obviously, with 
each increase in income, he does not 
run out and buy a slightly better house 
or a slightly more expensive car. In- 
stead, he tends to make more gradual 
adjustments in his pattern of living; 


and during that period, he has at his 
command, at least temporarily, a cer- 
tain amount of discretionary purchas- 
ing power that is not committed by 
the tastes that he has already formed. 
To the merchandiser, this emphasizes 
one point: The need for constant sales 
promotion to take advantage of 
changes in income, especially at a time 
when the economy is growing. For the 
effectiveness of this promotion largely 
determines the new habits of the con- 
sumer. 

During the post-war period, many 
businesses have recognized this, and 
never before have they concentrated 
as much time and money on the job of 
selling the consumer. But in doing so, 
they have realized that, with a market 
as large as the one existing today in 
America, the use of individual sales- 
men to do the entire job would be pro- 
hibitively expensive. So instead they 
have looked for ways of reaching this 
new mass market at the lowest pos- 
sible expense. 

Out of this effort has grown a new 
concept of marketing, which requires 
the integration of all factors affecting 
sales, such as advertising, product de- 
sign, market analysis, distribution and 
customer service, and the development 
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A telephone training class in session typifies Mellon’s current emphasis on effective customer contacts 


: \arkelims 


Extensive use of marketing data is made by the advertising division. 





Here Charles 


N,. Fisher, Jr., studies traffic volume maps in selecting billboard locations 


of an over-all sales strategy aimed at 
the middle income group. For in a 
country in which one out of every two 
families is a potential consumer of 
high priced goods, it is necessary to 
supplement the efforts of individual 
salesmen with mass-selling techniques. 

For some companies, with previous 
experience in mass selling, the adjust- 
ment to the new market has been rela- 
tively easy. For others, the process 
has been slower and more laborious. 
But of all businesses, banking has per- 
haps had more problems than most, 
partly because of the nature of the 
business, and partly because of the 
backgrounds of the people working in 
it. 

But looking at the problem as a 
whole, it becomes evident that the diffi- 
culties are not insurmountable. Many 
banks have made considerable progress 
in the past few years in creating a 
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rounded sales approach toward the 
mass market. Some of the steps taken, 
such as the creation of installment 
credit departments and the opening of 
new branch offices, are both relatively 
obvious and also essential. Unless the 
banks offer basic financial service of 
the type wanted, and unless their 
buildings are both convenient and at- 
tractive, potential customers will go 
elsewhere. 

Some of the problems, however, are 
more subtle and require slightly differ- 
ent methods of solution. Yet these 
problems can have an important effect 
on the total sales effort and are, there- 
fore, an integral part of a program 
of mass-selling. Take, for example, the 
service received by customers. For- 
merly, this presented no difficulty. The 
customers of a bank were so small in 
number that they could be watched 
over individually by the officers. But 


Two phases of Mellon’s program 
of better merchandising 


in today’s mass market, they are too 
numerous for this to be possible. In- 
stead, all the employees have a large 
role to play in keeping the customers 
happy. But what happens? Certainly, 
instances in which customers are badly 
or rudely treated will be reported im- 
mediately. But on the other hand, what 
about the instances in which the bank 
employee is perfectly correct and for- 
mal, but lacks the warmth and the 
sales effort that will bring the cus- 
tomer back next time? In cases such 
as these, the customer is not likely to 
report his treatment to an officer, be- 
cause there is nothing really to report. 
Nevertheless, he will not return. This 
is a problem common to all mass-sell- 
ers; and, at Mellon Bank, during the 
past few years, we have taken active 
steps to meet it by developing rather 
intensive training programs for our 
employees in connection with customer 
service. 


HIS training is not limited to su- 

perficial guidance in contacts with 
customers, but is an attempt to develop 
a basic understanding of the bank, its 
purposes, and the services that it of- 
fers. Included in one of the courses, 
which is being given to all tellers, are 
such subjects as: the shifting market 
for bank services; discussions of serv- 
ice charges and installment loans; 
mortgage loans; and reports on the 
earnings of the bank and what de- 
partments produce these earnings. The 
course takes two hours a day for five 
days and is given only to small groups; 
upon completion the employees have a 
wider comprehension of the bank’s 
problems and therefore are better able, 

See BANKING’S MARKETING JOB—Page 90 
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Just in time for application to a springtime 
modernization loan drive are these details 
on an outstandingly successful campaign 


How We DOUBLED 
Our Title | Loan Business 


By 
D. Z ALBRIGHT 
Vice-President in charge of Instalment 


Loans, Security-First National Bank of 
Los Angeles, Los Angeles 54, California 


ONSIDERING that we have been 
making F.H.A. Title One loans 
for home repair and moderniza- 

tion ever since the National Housing 
Act was first passed in 1934, we feel it 
is quite significant that our 1957 vol- 
ume is double the comparable figure 
for 1956. We give credit for our suc- 
cess to a bank-wide promotional cam- 
paign instituted at the beginning of 
last year and continued into 1957. 

The decision of our management to 
increase its portfolio of Title One 
loans came simultaneously with the 
inauguration of a nation-wide pro- 
gram by the Federal Housing Admin- 
istration to accomplish a_ similar 
purpose nationally. For those of us 
concerned with the immediate prob- 
lems involved, this was a fortunate 
coincidence. We set up a definite plan, 
allocated a budget for advertising, and 
went to work. 

We had every confidence our plan 
would succeed and loan totals material- 
ly increase. We had in our bank a large 
group of experienced, skilled officers 
fully sold on the merits of Title One 
loans. They had confidence in this type 
of credit, the necessary “know-how” to 
make the loans, and genuine enthusi- 
asm for the project. 

Another factor of immediate im- 
portance was the presence in the bank 
of men experienced in promotional 
work and familiar with the problems 
of merchandising bank services. Our 
advertising and publicity department 
had conducted previous successful ef- 
forts for Title One loans. Its staff was 
eager to meet the challenge of a new 
business development campaign. 
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Considering the size of our bank and 
the somewhat ambitious program we 
had set for ourselves, the advertising 
budget allocated to the Title One proj- 
ect was modest. It totaled $18,700, 
divided as follows: newspapers, 
$8,000; printed matter, $5,600; tele- 
vision, $3,100; posters, $1,600; all 
other, $400. 

The first advertising we used was a 
small insert for our checking account 
statements. This was a_ two-color, 
three-fold deal about the size of a per- 
sonal check. What it lacked in size, 
however, it made up in content, for our 
management gave its consent to in- 
cluding in it the real “red meat” that 
we felt the prospective customer 
wanted. It illustrated eleven home, 
business and farm projects that could 
be financed under the F.H.A. plan, 
gave the estimated cost, and showed 
what the payments would be for differ- 


ent maturities. It had a section with 
questions and answers covering the 
essential features of the Title One 
plan. And on the back, it had a table 
for various amounts with which the 
borrower could figure out his own pay- 
ments. 

We first used this in the Spring of 
1956. We are repeating it this Spring. 
In the opinion of those responsible for 
the campaign, it was the most effective 
promotion used. To date we have dis- 
tributed over a million and a half of 
these little folders with the demand 
still continuing. 

The insert served a dual purpose. It 
spread the news quickly and, even 
more important, it spread it among 
our own customers to whom we would 
prefer to make the loans. 

Simultaneously with the first adver- 
tising, word was spread as broadly as 
possible within the staff that the bank 


The bank took space in home modernization expositions 
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PROPERTY IMPROVEMENT 
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FHA Title | loan? 


A You must be a property 
owner (regardless of what type 
of loan you may already have on 
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full cost of the improvement 
had in amounts up to 
$3,500, and you may repay 
in monthly installments. 


may be 


Q What does a loan cost? 
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able. sa Pe neighborhood offers ‘ ied ehicearent? 
Now, the improved FHA Title Opportunities awaiting you under Security-Way loans. Are spies tus scaues 
1 Program makes it possible for the improved FHA Title 1 loan they the same as yours? : 
you to borrow larger sums of program, let us list some of the A Yes. bw whs eee the GRADING AND 
one one rn geri cently pried | AY He nent of many aren wectanenar ie |  fawoscaning 
repairs, modernization of to us—and the answers we gave — beter be ole hang to $3,500 to hnance the building ti wk te. cw $350 
additions. to our customers: if you wish, yon can epely and have 60 months to repay. poy $30.71 for 12 months 


Let Security-First National 


Bank show you how to BETTER directly through him without 











going to the bank. Has the $10,000 
YOUR LIVING. Q What do the new Q + ane sarge 4 the 
inancing of improve- 
frovine bi _ the pe prc do I have to ments for — 
? loan? houses or multi 
me, the property owner? ~ dwellings 
Because of the larger amounts A hay tame yee yom whe cate : 
A of money you may now borrow, er ices te J 
and the longer repayment ” : . A Yes. It has been increased to poy $36.7 
periods for the larger loans, it is ‘ $15,000, but not exceeding or $25.56 
now possible for you to under- How much do I pay $2,500 per family unit. And you 
take thorough dernizati down? ea now have five years to repay. “ 








or $16.07 for 24 months 























Informative folder was the most effective promotional aid. Over 1,500,000 copies were used 





was in the market for the loans. This 
internal word-of-mouth advertising 
was doubly effective. It was supported 
by factual data showing the bank’s 
excellent record with Title One loans 
as investments. Since we began, we 
have loaned $90,000,000 to 166,000 
home improvement borrowers. Our 
losses have run only about one per 
cent, all covered by insurance, and half 
of this was later recovered by the in- 
suring agent. 

Public-relations-wise, the Title One 
program within our bank has always 
been good. In early days it was re- 
quired that the loan officer visit the 











HOMES - FARMS - BUSINESS PROPERTY site of the improvement and approve 

with o Security-Way its completion. This was a heavy bur- 

: den, but the public relations benefits 

FHA Title] LOAN ey were tremendous. The loan officer 

¢ borrow up to as much as $3,500 learned that most of his small income 

® up to 60 months to repay on loans in borrowers could nevertheless be relied 
the larger amounts 


upon to meet monthly payments with 
the regularity of a corporation treas- 
|... 3 urer. And the borrower discovered for 
FHA...the LOW COST way the first time that the bank manager 


@ no down payment required 


down on the corner did not have horns, 


as was confidently expected, but was 


H 
i 
: 
‘ FHA Titie 1 Loans cost only $5 discount per year for each 
| $100 borrowed—up to $2,500. $4 discount per year for 
i 
i 


each $100 $2,500. e ° 
eR Ce . really quite a nice fellow. 
Today the loan officer is not required 
HOW TO GET A LOAN to visit the site of the improvement. 
Get an estimate of the work you want done and for ‘vj 
soa at your nearest Securty Fas anon But the service he renders to the bor- 
your matenals 
caleonecein wasnt tine Se rowers is not soon forgotten and the 





friendships developed are of lasting 
benefit to the bank. Bad experiences 
ECURITY-FIRST | have been at negligible levels. 
NATIONAL BANK 


Ask for FREE FOLDER 


Newspaper ads played a part in big 
step-up of Title I loans 
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With the informative insert in the 
hands of the customers of the bank, we 
began our approach to the general 
public with a good-sized advertisement 
in metropolitan papers. Like the in- 
sert, this had in it the important in- 
formation a _ prospective borrower 
needed—how much he could borrow, 
for how long, and on what terms. The 
advertisement offered the small folder. 
A smaller version of the newspaper ad 
we ran in community papers. 

Because our organization was al- 
ready sold on the desirability of the 
loans, and also because we operate in 
an area where the predominant type of 
housing is the single family dwelling, 
with possibilities for improvement 
ever present, response was immediate. 
During the early months of 1956, 
every month showed a substantial in- 
crease over the same month a year 
earlier. This same upward trend con- 
tinued throughout the year. 


E supplemented other mediums 
with two carefully planned tele- 
vision commercials using extensive 
props and several character parts. 
Their purpose was to show the family 
benefits to be derived from home im- 
provements. One of the commercials 
we filmed and later used at meetings. 
The commercials were shown on our 
show for women, which had been run- 
ning for some years, with an audience 
of about 300,000. 
Lobby and window posters carried 
the main facts about our campaign. 
We had a number of more elaborate 
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displays showing what could be done. 
We took booths at two industrial expo- 
sitions, both on a very favorable basis, 
due to the cooperation of other adver- 
tisers. Our news bureau obtained a 
succession of valuable stories in stra- 
tegic publications. 

The campaign received’ greatly 
added impetus on August 8, when 
the Housing Act was favorably amend- 
ed making Title One loans more de- 
sirable than ever and applicable to a 
larger number of home modernization 
programs. We were ready for this, 
with the result that the usual mid- 
summer slump failed to appear. We 
made 50 per cent more loans last sum- 
mer than in the year previous. 

The August 1956 improvements to 
the Housing Act are important. The 
amount that can be loaned on Title 
One is now $3,500, terms can be ex- 
tended to 60 months, and the discount 
rate on amounts over $2,500 is reduced 
to 4 per cent. The larger amount of 
the loan is particularly important. It 
makes possible many more room ad- 
ditions and expansions than before. 

With totals soaring as a result of 
our promotional efforts, we were nat- 
urally interested in the type of loans 
we were getting, particularly under 
the extended terms that went into ef- 
fect in mid-summer. Accordingly, we 
did a spot check in September and Oc- 
tober, giving us information on loans 
on our books for larger amounts and 
longer terms. Results were reassuring. 


E found that our average borrow- 

er had his home about half paid 
for, 47.8 per cent paid for, to be 
exact. The most common purpose of 
borrowing was to add or expand rooms 
in his home. Next came alteration and 
modernization of rooms. These two 
made up 88 per cent of the borrowers. 
As provided in the Act, we require no 
down payment on Title One loans but 
our borrowers were paying down an 





D. Z. ALBRIGHT 


“We set up a definite plan... and 
went to work” 


average of more than 13 per cent any- 
how. 

Fifty-four per cent of our extended 
term loans are being made to persons 
who earn over $700 per month. Thirty- 
two per cent go to those in the $500 to 
$700 bracket. The balance earn under 
$500. 

Salaried people make up the largest 
portion of borrowers—71 per cent. 
Self-employed were 28 per cent. Near- 
ly three-quarters of all our borrowers 
have not changed their jobs in five 
years. Customers of our bank obtain 
86 per cent of our loans, non-cus- 
tomers the balance. 

In many years we have not changed 
the basic principles on which we ex- 
tend credit under Title One. We use 
a formula we call our “3-Way Yard- 
stick.” 

1. Will the applicant truly benefit 





from the use of the loan proceeds? 

2. Is the credit a safe investment for 
the bank? 

3. Will the application of the loan 
proceeds benefit the economy of the 
area in which we operate? 

We find these principles compara- 
tively easy to apply in the home mod- 
ernization field. The home owner has 
always enjoyed a very high credit 
rating with us. 


LTHOUGH the primary purpose of 

our campaign was to increase our 
portfolio of Title One loans, we were 
not unmindful of the opportunity it af- 
forded to sell other services of the 
bank. This is a feature of the Title 
One operation in which we have been 
interested for some years. All of our 
studies have indicated that these plus 
values have an importance that is fre- 
quently overlooked. 

Some time ago one of our alert 
branches undertook as a special proj- 
ect the recording and compilation of 
the additional business it was able to 
obtain from Title One borrowers. The 
branch used the simple expedient of 
specifically asking each property-im- 
provement loan customer to use other 
services. Results over a 12-month pe- 
riod were as follows: 


Type of Business Number 
New savings accounts...............---.... 100 
New checking accounts.................... 92 
Real estate loan applications............ 30 
Will appointments............................ 21 
Safe deposit boxes............................ 19 
SOL eee ST 15 


From the will appointments 12 ac- 
tual wills were signed naming our 
bank, for a total of $517,000. 

In the handling of Title One busi- 
ness there are still other plus values 
of intangible but worthwhile char- 
acter. The home owner represents in 
every community a conservative, sta- 
bilizing influence. He has an interest 

See TITLE | LOAN DRIVE—Page 92 


Window signs, lobby displays, easel-back posters on check desks, supported the campaign 
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Author Smith carefully takes credit statement on land-purchase transaction 


IDEAS. PRINCIPLES. THUMB-RULES 





MAKING AN ART 
OF BORROWER INTERVIEWS 


ORE friends are made by banks 
and more are lost in interviews 
with loan applicants, especially 

in the first interview, than in any 
other phase of banking. They need to 
be treated with the utmost wisdom. 
They demand the greatest of fore- 
sight, a keen understanding of both 
the clearly revealed and the hidden mo- 
tives of the applicants, and, finally, a 
sympathetic attitude toward human 
catastrophies. Our loan department 
has tried a number of ideas, principles, 
and thumb-rules to make the newcomer 
welcome even if he requests a loan 
that can not be made. 

We realize that banking is truly a 
two-way proposition—extending mon- 
ey as well as receiving money—extend- 
ing friendship as well as receiving 
friendship. We have the motto, “The 
Friendly Bank,” and we have found it 
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By 
JOHN I. SMITH 


Farm Representative, The First 
National Bank, Fayetteville, Arkansas 


advantageous to endeavor to live up to 
it. We could be ever so friendly in 
our relations of receiving funds and 
yet fail to hold our customers because 
of weaknesses in loan interviews. 
When a loan applicant walks into 
our bank, he has at least four persons 
to whom he might apply. Generally he 
selects the one he knows best, and that 
is an advantage both to the bank and 
to the prospective borrower, as knowl- 
edge of the applicant is the greatest 
factor in proper lending. A certain 
amount of specialization is practiced; 
that is, agricultural applications might 
be sent to my department, large indus- 


trial or business applications would 
surely be sent to the president and ex- 
ecutive vice-president, Herbert Lewis 
and Ellis Shelton, respectively, and 
automobile and personal loans to the 
assistant vice-president, Allen Dowell. 
But, there are a lot of cross-overs into 
the others’ fields based on our knowl- 
edge of the applicants, because there 
is no substitute for personal knowledge. 

On the whole, comprehensive inter- 
views are exercised in the very first 
application. Our loan committee often 
asks more questions than the loan offi- 
cer can answer, and we have found 
that it is a mistake not to dig immedi- 
ately into the applicant’s financial sta- 
tus, income possibilities, and some- 
times family status the first time he 
requests a loan larger than a trivial 
amount. Larger loans often follow 

See BORROWER INTERVIEWS—Page 92 
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Reluctance to change has been overcome by training 
departmental employees in methods analysis. 
in lieu of imposing outside “experts *° 


{ Grassroots Approach to 


WORK SE 


IKE most financial institutions, we 
always have worked to improve 
our methods and procedures. For 

many years we followed the conven- 
tional lines. At one time we had a 
methods committee. Again, this task 
was the responsibility of an upper- 
level operating officer. At another 
period we kept a small staff group 
working on this assignment in the 
operating departments. 

All of these approaches encountered 

one ready-made, built-in set of diffi- 





COVER PICTURE 
Four members of work simplification 
class prepare flow process chart 
on an assigned operation 
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By 
EVERETT J. LIVESEY 
Vice-President and Secretary, The Dime 


Savings Bank of Brooklyn, Brooklyn 1, 
New York 


culties which our contacts with our 
fellow bankers convince us are not 
unknown in other institutions. Our 
department heads exhibited a normal 
reluctance to change. They held a 
natural suspicion of the intentions and 
abilities of “experts.” They were just 
as naturally resentful of someone in 
the bank coming in from outside the 
department for the avowed purpose of 
improving their methods, which im- 
plied finding weaknesses in themselves 
and their operation. 


(m0 





T 


a 


These supervisory attitudes inevi- 
tably hampered the work of our meth- 
ods people, and yet they were thor- 
oughly understandable. It’s just “hu- 
man nature” not to want an outsider 
to tell you what you’re doing wrong— 
especially when you’ve been doing 
your job for twenty or more years, and 
the other fellow has never done it! We 
kept hoping for some relatively fric- 
tion-free technique that would prove 
more resultful. But we were not too 
hopeful that we ever should finde it. 

A few years ago while I was in 
charge of methods work in our bank, 
we found a course on work simplifica- 
tion taught by Professor William R. 
Mullee at New York University. Its 
subject matter seemed directly appli- 


TRAINING ... Top-rank professional instruction has been utilized for the analyst groups 


Professor William R. Mullee, of New York University, is shown reviewing work simplification principles 
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the title of your account 
We shall be giad to amend one sncloned 


an you wish if you oir $0 in aod 8 








Tax Dime Savincs Bank or Baooxiys 
‘ulton St. and DeKalb Ave 
Browklya 3, N.Y 


TRiangie 5-200 


We were delighted to hear from 
you. 


While this manner of replying is 
a bit unusual, it will speed up 
our service to you. For that 
reason we hope you will like it. 


If you will please turn the page, 
you will find the information 
you have asked for under the tab. 
It is a pleasure to send it to 
you. 


If we can help you further in any 
way at any time, be sure to let 
us know. 





account now reads: 


Te Bing Saray Sak 4 Pail 


with 











Member Federal Deepens Insurance (utgeoraccom 
































1. sign the enclosed withdrawal form exectly a5 YOR! 
the new account to be carried qn our books; 
3. retarn the withdrawal form and the cards co os 


‘There will be no lov» of dividends by this change, snd yous Pat 
book will be returned to you promptly: 






























© cards, 





‘Thank you for letting us know of your new adres. 
We have entered it on our records so that we 68” 
get in touch with you promptly when neceseery: 














They have enabled us to 

: the 
weit tats age title of your 
We are returning your 


Sek wc ‘Passbook on which the new 














RESULT EXAMPLE ... A new way of answering common inquiries 


cable to bank operating problems, and 
so we looked into the course. After 
several visits to the university and a 
good deal of conferring within our 
own management, we decided to re- 
verse the approach by which we al- 
ways had undertaken our methods im- 
provement work. 

The idea was simply to transform 
methods betterment from staff to line. 
This means letting the work be done by 
people who are part of the operating 
department’s own group, instead of 
sending in talent from outside the de- 
partment to perform this task. We 
would undertake to provide training 
in work simplification to employees al- 
ready working in an operating depart- 
ment. Their own long-time identifica- 
tion with their department would ex- 
empt them from the ill-founded but 
nonetheless real suspicions and resent- 
ments to which staff specialists are 
subject. After completion of their 
training, these people would be respon- 
sible to their own department heads 
for finding ways to tighten up the 
routines. They would get credit in 
their job performance ratings and sal- 
ary standards for their extra effort 
and for results achieved. They would 
start with a good knowledge of the 
operations of the department in which 
they would be functioning. 

To state it another way, we decided 
to shift our methods betterment work 
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from something imposed from above 
to something originating at the grass- 
roots. In a very mild degree, this rep- 
resented a shift such as that from an 
authoritarian to a democratic proce- 
dure. It substituted cooperation where 
previously orders had been relied upon. 

We got this vision because we saw, 
with the aid of the university peo- 
ple, that their methods simplification 
course could be turned to this good 
purpose. The course had been designed 
to teach supervisors and executives 
how to simplify work, that is, to im- 
prove methods. It provided a set of 
management principles, and a limited 
set of working tools with which oper- 
ating personnel trained to use these 
might undertake such a task. It was 
“just what the doctor ordered.” 

Our first thought was to have some- 
one from the bank go to the university, 
take the course, then come back and 
teach it to the supervisors. While we 
were talking in these terms, George C. 
Johnson, president of the bank, swept 
away some of the needless complica- 
tions. 

“That way of going about it is bound 
to take a long while,” he decided. “And 
our man graduating from this course 
cannot teach it to our people anywhere 


IDEA EXCHANGE .. . Goes to 


officers, supervisors, analysts 





nearly so well as a professional teach- 
er. Why don’t we get Professor Mullee 
to come to the bank and instruct a 
group of our people so that they can 
start putting his ideas to work in their 
departments?” 

That was how it was settled. Pro- 
fessor Mullee began the first of what 
was to prove to be a series of round-” 
table training groups in the bank. The 
results have been, to use our presi- 
dent’s words, “‘one of the finest things 
that ever happened to us.” 


IRST, the bank’s entire corps of offi- 

cers received a concentrated, five- 
session version of the course to famili- 
arize them with its subject matter and 
its general approach. Then, a class of 
supervisory people, recommended by 
their officers for this purpose, was en- 
rolled in the full-length ten-session 
course of two hour conferences held 
in the bank during off-peak working 
hours. Each person was supplied a 
book containing information, forms, 
and other required equipment. Case- 
study problem answers could be handed 
in by those students who felt they 
could handle these; it was not obliga- 
tory. These papers were then projected 
on a screen in the group session and 
discussed by the students. 

The work kits became the property 
of the persons completing the course. 
They also received framed certificates 
attesting to completion of the work. 

By the time the first two or three 
lecture and discussion periods had 
been completed, most of the students 
were busy in their own departments 
trying to put to work what they had 





WORK SIMPLIVICATION BULLETIN 
The success of any Work 
to be told. The 


‘THANK YOU POR ALL YOUR PROJECTS TO DATE! 


_ 
PIQUE AT PEAK 
d vhen 


on each monthly 
‘The posting and proving of the 
day of each month was done up to « point. 


The avaited ‘igures would not di 
atort 
he suggested that these entries be unde te the “ont 


concurred, 
Now better programing of the work is possible on the peak day. 


LESS STAIN ON STAINLESS 


Contrary to ite title Stainless Steel does get soiled. 
Our sidewalk tellers’ vindows 
they are cleaned vith « special wadding, 
third week. 
Dusting only is done daily. 
TWO WILL Do 





Transportation of 
essential. material is costly and especially so if it 16 not 


Three transportations 
the State vere required to 


supplied the information, ny 


@n officer's signature was necessary. 
A senior appraiser signs the report as 

time, is saved, 
. . . . 


Work Simplification is a continuing prograa. 
# in procedure, 


fication analysis, 
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8 
Villingness of people to face up to and reschve probieas esate wpe the 


We are annoye: ve have 
date, yet in thie case it o> gut 0 3m a ae wait for additional 


Jy ged Sccount on the last business 
received from our Banking Department (& offices). then delayed until figures ver 


the analyst found, hence 
“Cash Items" 
reversed to the proper account at « later date. Spee — 


day in order to retain their luster, {PMs With © apectal of} every other 


Now 
epplied, and polished to a hard high a of en aaioene 0 
eee done only e r 


get & Report of Mortgage 
“ Loans (fo 
partment) completed because, two senior axplepece 


dna ® result of « policy change 
vy analyst and approved by management. One transportation, plus Aye opal 


Change turnover in jonne rograms mear 
. - pere 1, new . 
he pattern of work in your unit has shifted and nov Fr the time ro Work Sumas 


learned. They were, moreover, amaz- 
ingly successful. Bottle-necks began to 
widen on operations which had been 
accepted as necessarily slow. People 
began finding ways to do simply some 
of the things which everyone had con- 


sidered inherently complex. The re- 
sults were felt in smoother operations 
and reduced operating costs even be- 
fore the ten two-hour sessions were 
completed. Thereafter the savings con- 
tinued to register. 

Work simplification results ranged 
all the way from very small to very 
large. Consider the single task of an- 
swering questions written to the bank 
about accounts, balances, dividends 
credited, holding passbooks in the bank 
(a forbidden practice), redemption of 
U. S. Savings Bonds, and so on. This 
volume had risen tremendously with 
the exodus of city dwellers to the sub- 
urbs, and our consequent increase in 
mail business. There were form para- 
graphs and some printed forms for 
handling a few of these inquiries. But 
none of these was completely satis- 
factory, and the volume of dictation 
and typing was great. 


GRADUATE of that first class 

came up with a well-rounded solu- 
tion—an adaptation of industry’s an- 
swer to a similar problem. A set of 
perhaps a dozen cards, 3°4 by 7 inches, 
was printed up, each with a specific an- 
swer to a common question. Each card 
was assigned a number. A folder was 
printed just large enough to take such 
a set of cards with a letter explaining 
that this method was being used to 
speed up answering. Ever since, all 
such inquiries pass through the hands 
of an experienced employee who pen- 
cils on the inquiry the proper card 
numbers needed to make up a complete 
answer. A less-skilled clerk thereafter 
completes the task by picking these 
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HIGHLIGHTS OF METHODS IMPROVEMENT PROGRAM 


. Analysts receive a ten-session course held during off-peak working hours. 
.-Participants are given work kit with information, forms, other material. 

. Successive classes trained at well-spaced intervals create renewed interest. 
Upon completion of the course, trainees receive framed certificates. 

. So far, 92 staff members have been trained in work simplification techniques. 
Department coordinators are designated to “spark’”'the study of procedures. 
Mr. Kross, chief coordinator, gets departmental reports on project progress. 
The program is closely geared to the bank’s suggestion system. 

In six years, over 900 methods betterment projects have been completed. 

. A saving of 106,000 man-hours was credited to the program in 1956 alone. 








BASIC GAIN ... A new alertness to better ways of doing things 


cards, enclosing them in a folder, and 
mailing them to the customer. If the 
card is one of those requiring a figure 
or date filled in, the girl telephones or 
goes to the record-keeping department 
involved, has the fill-in performed, and 
puts the card in its envelope. All such 
fill-ins are accumulated to save time. 
Every inquiry is ahswered on the day 
it is received. 

Since that start, experience has 
shown another dozen or more tasks of 
correspondence that can be handled by 
these printed answers. The set has 
been accordingly increased. We even 
have some double-size slips that handle 
frequent questions that require rela- 
tively long answers, and one slip that 
explains we cannot answer the cus- 
tomer’s inquiry today but that we will 
get full information to him just as 
soon as we are able. Several depart- 
ments are now using the technique. 

This was a comparatively minor bit 
of work simplification, but it was esti- 
mated to save the bank 20 man-days 
in its first full year, and the saving 
has become proportionately greater as 
more inquiries are received each year. 
Further, the answers are much better 


than dictated replies, because they 
were screened by expert public rela- 
tions counsel. 

As an instance of greater signifi- 
cance, there was the revision of our 
mortgage application processing de- 
partment. 

This department had been set up 
with separate sections to handle the 
different types of mortgages: FHA, 
VA, and conventional. Sometimes the 
volume of work was greater in one 
section, sometimes in another. There 
was no reaching across functional 
lines, for the FHA processors knew 
little of VA procedures, and the con- 
ventional mortgage people knew little 
of either. Our service to builders, 
with whom most of our mortgage busi- 
ness originates, became less prompt 
and less sure than we wanted it to be, 
and costs were needlessly high. 

One of our work simplification grad- 
uates came up with the answer. Ap- 
plying one of the principles he had 
been taught in class and had used in 
solving a case study problem, he came 
to the conclusion that mortgage appli- 
cation processing in our bank would 

See WORK SIMPLIFICATION—Page 98 


FOLLOW-UP ... One of the many ways in which interest in work simplification is maintained 


President George C. Johnson hosts analysts at monthly luncheon. From left: Anthony Longmore, Marie 
Tweedy, Martin Coffey; President Johnson, Vice-President Livesey; Anthony Kross, program coordinator 
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Burroughs Clearing House 














The Ferndale National teams up with Locust Trust 


in trying to excavate badly needed loan funds 


MR. CLUTCHBILL 
toes on a Deposit Hunt 


By 
FRED COPELAND 
Illustrated by Chas. Herzog III 


RESIDENT YOCUM of the Lo- 

cust Trust Company had rigged 

himself out in a religious hat of 
black velour and a pair of dove-gray 
spats to make one of his rare and sus- 
picious calls on his deadly rival, Direc- 
tor Clutchbill of the Ferndale National 
Bank. 

As they sat down in the dangerous 
shadows of the directors’ room Mr. 
Clutchbill noticed a hidden excitement 
in his plump little caller, who always 
reminded him of a hen bullfinch. 

Starting off with a kind of chuck 
under the chin, as was his wont when 
launching sly business, Mr. Yocum 
piped up with open-lunged enthusiasm. 

“We’re in a bed of jewels, Clutchbill 
...all of us bankers. Everybody is 
borrowing to meet installment pay- 
ments clear down to things no bigger 
than a shoehorn. It’s sapping my sup- 
ply of loanable funds. I’ve got to get 
some deposit money in. I’ve smelled 
out a $50,000 deposit but I can’t, or at 
least haven’t, snared it yet... a new- 
comer to Locust Village, by name of 
Frazer MacTweed.” 

Mr. Yocum shut off steam momen- 
tarily to detect whether any enthusias- 
tic vapor was rising from Mr. Clutch- 
bill, or if, on the contrary, there was 
any sound of warlike chariot wheels. 

Mr. Clutchbill’s appearance showing 
no sign of fire, Mr. Yocum reached out 
for a shot in the arm. 

“If you can land him, Clutchbill, I'll 
split with you...$25,000 to you— 
$25,000 to me.” 

Mr. Clutchbill’s hand began pulling 
gently on his grey goatee. 

“What does this hoped-for $50,000 
look like in person, and what is his im- 
mediate ancestry ?” 
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“We bankers are in a bed of jewels, Clutchbill. Everybody is 
borrowing to meet installment payments” 


“Frazer MacTweed? Why, he’s a 
genuine 23-carat Scot hauling out of 
the Isle of Skye, rising eighty, and full 
of glory in the knowledge that an an- 
cestor of his was one of the twenty- 
four volunteers who stepped forward 
at General Wolfe’s request one night 
to lead the way up the steep cliff for 
the attack on the French on the Plains 
of Abraham at Quebec. That’s why he 
became interested in America, and re- 
solved to come over and take up resi- 
dence. He bought an abandoned sum- 
mer place on the edge of Locust Vil- 
lage.” 

“Should thought he’d have taken up 
residence on the Plains of Abraham,” 
commented Mr. Clutchbill dryly. 

“Oh, he’s been up there to Quebec 
City. Made several excavating visits, 


in fact. He tells me that when no one 
is looking he digs in the hope of un- 
corking the remains of his ancestor 
who was killed in the battle.” 

“Hm’f! enterprising... battle must 
have been two hundred years ago,” 
murmured Mr. Clutchbill thoughtfully. 
“You remember his ancestor’s name?” 

“Oh, yes, he’s told me the story a 
dozen times...it was Alexander Mac- 
Tweed.” 

“TIT must write that down, Mr. Yo- 
cum. Are you prepared for a trivial 
expense? I shall have to make, per- 
haps, two trips to Quebec City.” 

“Eh-h, yes, I’ll risk splitting the ex- 
pense with you.” 

“Then I’ll chance it,” nodded the old 
director. “I want to have a look round 

See THE DEPOSIT HUNT—Page 104 
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times as long as ordinary ball points—more than six 
months’ normal office writing for only 69¢. 

Think how much this can save you in convenience 
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WASHINGTON VIEWPOINT 





Banker-Supported Code 
Adopted by Senate 


After a ten-day period of scrimmage 
on the floor of the Senate, the Finan- 
cial Institutions Act of 1957 passed 
the Senate and went to the House in 
almost the identical shape that it was 
cleared by the Senate Banking Com- 
mittee. There are no immediate plans 
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Now awaits House action 


for House action on the bill. Mean- 
while, a review of what happened in 
the Senate can be a guide to judging 
how the Senate operates, and particu- 
larly how groups of bankers can be 
most effective in making their voices 
heard and their opinions known in the 
Senate—for not since 1913 have bank- 
ers had such a wide-open opportunity 
to speak their minds without apology. 

There are a number of reasons why 
the Banking Code swept through the 
Senate with so little opposition. One 
reason is the thorough preparation of 
the bill’s provisions—first the Federal 
agency recommendations, second the 
two-day scrutiny in public meeting by 
the 27-man Advisory Committee, third 
the Senate Banking Committee staff- 
work in drafting the “committee 
print” bill, fourth the public hearings 
on the draft bill, fifth the passing of 
judgment on these provisions by the 
Senate Banking Committee. The one 
other reason is more personal; it is 
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that the members of the Senate held 
the men responsible for developing the 
Banking Code in such high regard 
that any amendment not acceptable to 
them was doomed to defeat by a vote 
of at least 2 to 1. 

Though notably unsuccessful, the 
efforts to apply major amendments to 
the Code were colorful and energetic. 
Nearly all were generated by the “‘lib- 
eral” wing of the Committee, compris- 
ing Senators Douglas of Illinois, 
Sparkman of Alabama, Monroney of 
Oklahoma and Clark of Pennsylvania, 
all Democrats. But the central man- 
agement of the Committee held to- 
gether, with Subcommittee Chairman 
A. Willis Robertson, Democrat of 
Virginia, working problems out suc- 
cessfully with the chairman of the 
full Committee, J. W. Fulbright. The 
debate had not progressed very far 
when it became obvious that the great 
majority of Senators were ready to 





accept at face value the recommenda- 
tions of Messrs. Robertson and Ful- 
bright and Committee Counsel Donald 
L. Rogers. 

The result was reminiscent of an 
occasion when former Senate Banking 
Committeeman Charles W. Tobey tried 
to start an insurrection in a Senate Re- 
publican caucus. When questioned 
about his effort after the event, he 
wryly told reporters that “some shots 
were fired, but when they hit that old 
armor-plate, they just ricocheted.” 

One of the first shots fired was by 
Chairman Fulbright, arising out of 
the Hodge-Chicago scandals. This one 
did not ricochet, but there was consid- 
erable modification of the originally 
planned provision to spread all bank 
stock ownership on the public record 
and to forbid bankers to make any 
political contributions that might pos- 
sibly help the candidacy of someone 
seeking public office with public funds 
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to deposit. As finally worked out, the 
Senate cleared a compromise version 
which will probably be further modi- 
fied in the House. 

As to disclosure of bank stock own- 
ership, it was agreed to ignore any 
holdings of less than 5 percent of a 


bank’s outstanding shares. But the 
Senate-passed bill requires the stock- 
holder of record to report to the appro- 
priate Federal supervisory agency the 
names of all “beneficiary owners” hav- 
ing an interest of more than 5 percent. 
For national bank stocks, the report 
must be made to the Comptroller of 
the Currency; for State bank mem- 
bers of the Federal Reserve, the Board 
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is the report-receiving body; for in- 
sured non-member banks, the Federal 
Deposit Insurance Corporation keeps 
the scorecard. 

On political contributions, the Sen- 
ate had a more difficult time coming to 
agreement, and here again it is antic- 
ipated that the House will take a 
sharply diverging view. Granting that 
political contributions to treasurers 
of public funds had much to do with 
the Chicago difficulties, it was hard for 
the Senate to stand on the ground that 
for this reason a man loses his right 
to support a candidate by reason of 
being a banker. It is understandable 
that a bank should not make contri- 
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butions out of its general funds, but a 
bank officer should be as free as any 
other man to contribute from his per- 
sonal funds. This feature in the bill 
is discordant with political freedoms, 
since it forbids a banker from helping 
his own son get a start in politics if 


the boy should happen to run for 
county treasurer. 
Aside from these amendments, 


which Sen. Robertson accepted with 
some reluctance, the “armor plate” 
held up without a bruise. 

Now, what about the House? Tradi- 
tionally and by nature, the House 
doesn’t care for omnibus bills. This 
bill is encyclopedic—273 pages long. 
Only such deeply fundamental reforms 
as the Taft-Hartley Act or the Reve- 
nue Code of 1954 can overcome this 
dislike. The Financial Institutions Act 
is not a reform bill; actually the only 
issues in question are the Douglas 
amendments which the Senate turned 
down. 

If precedents can be trusted, the 
House will prefer to take up the con- 
troversial issues one at a time. Already 
the House has passed a bill con- 
trolling savings and loan holding 
companies—a feature of the Senate 
omnibus bill. The House Judiciary 
Committee is pressing for enactment 
of the Celler bill on bank mergers, 
which brings up the question of Jus- 
tice Department veto of bank mergers, 
rejected by the Senate. In the previous 
Congress, the House Banking Com- 
mittee supported the present provi- 
sions of the Senate bill eliminating the 
mandatory rule of cumulative voting 
of shares for national bank directors; 
this could arise again as a separate 
bill. 

So it appears that the House will 
deal with the arguable provisions of 
the Senate bill one at a time. Once the 
greater portion of these have been dis- 
posed of independently, the House 
could well discover that points of dis- 
pute have already been settled, and 
passage of the Banking Code would 
then follow without difficulty. 

There is an additional hazard to 
face, however. If the general probe 
of monetary and credit policies pro- 
posed by Rep. Wright Patman becomes 
so broad as to impinge on the Banking 
Code, the result may be an indefinite 
postponement. 
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Consumer Credit Control 
Opposed by Banks 

The Federal Reserve Board has 
published an exhaustive study of con- 
sumer installment credit—1,500 pages 
in 5 volumes, with another book yet 
to come—in an effort to lay the 
groundwork for a decision whether a 
reincarnation of Regulation W would 
be good for the nation’s economy. 
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Perhaps Volume Six will present 
some conclusions; certainly Volumes 
One to Five did not. However, the 
five published volumes recorded many 
significant attitudes, notably that com- 
mercial banks went on record 6-to-1 
against curbs on consumer credit. 

The one really significant finding 
which the Reserve Board arrived at 
was that if consumer credit control 
comes back into being, the Board 
wants no part of enforcing it. Instead, 


the job should be assigned to the De- | 
partment of Justice, in the Board’s | 
opinion, since that agency has “a staff | 


of investigators, lawyers and super- 
visory Officials sufficient to deal with 
some 200,000 business establishments, 
many of which are small and keep 
inadequate records.” 


The report notes banker opinion | 


that “the American consumer is the | 


best judge of the burden of debt which 
he can liquidate satisfactorily.” 


Mortgage Money Schemes 
Evade Fiseal Reality 

The Administration and the Federal 
Reserve are of one voice in stating 
that the tightness of mortgage funds 
goes directly back to the failure of real 
savings to keep up with the demand 
for long-term investment money. 

This failure poses problems for cor- 
poration treasurers, faced with the 
need to accumulate funds for plant ex- 
pansion; but the treasurers are free 





from political pressures. It is quite | 
different regarding mortgage finan- | 


ciers, because the political pressure 
on them is fierce. The slowdown of 
housing starts is being attributed to 
tight-money conditions, and financial 
institutions are smarting under criti- 
cism that they are not doing their job. 

During the past ten years, it has 
been fascinating to observe the in- 
genuity of housing finance experts 
seeking to drain upon the credit of the 
United States Government for home 
loan purposes without admitting that 
they are doing so. There are two out- 
standing examples of how promotion- 
minded schemers drove unforgettable 
wedges among normally conservative- 
thinking people. 

One was when the Senate Banking 
Committee took up a staff-written 
plan to finance a housing expansion by 
floating some billions of debentures in 
the private money market, with an 
underlying Government guarantee 
against losses. Senator Douglas of 
Illinois, previously regarded as a de- 
fender of the Federal Reserve, became 
quite indignant when Reserve Board 
Chairman Thomas B. McCabe tagged 
the plan as inflationary. Mr. Douglas’ 
cross-examination of Mr. McCabe was 
SO severe that it could be called brutal. 
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instance was when the 
Home Loan Bank Board 


A second 
Federal 
(none of the present members being 


then in office) brought before the 
Senate Banking Committee a bill mak- 
ing it legal and proper for the Secre- 
tary of the Treasury to place a portion 
of the Treasury’s trust funds—social 
security, veterans’ life insurance, rail- 
road retirement, and the like—in sav- 
ings and loan shares. At a Senate 
Banking Committee hearing, the then 
Undersecretary of the Treasury, A. L. 
M. Wiggins, stated bluntly that “the 
Treasury will not do it nor will permit 
it to be done.” 

Something like the latter proposal 


is now advocated in the House Bank- 
ing Subcommittee on Housing. The 
idea is to beef up the supply of mort- 
gage credit by tapping the National 
Service Life Insurance Fund up to 25 
per cent of its reserves, for refinanc- 
ing of veterans’ home mortgages at 
41% per cent. As promoted by Repre- 
sentative Albert Rains, Democrat of 
Alabama, chairman of the Subcom- 
mittee, war veterans would be simply 
lending to one another out of their 
own insurance reserve. 

This is the most clever proposal pro- 
duced to date. The argument was 
made that the rate of expenditure on 
mortgage-buying might be held down 
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to the rate of income from veterans’ 
insurance premium payments; on this 
ground the total investment of the 
N.S.L.I. fund in Government securi- 
ties would not be materially dimin- 
ished. 

The fatal flaw, of course, is that the 
Treasury relies on the income from 
veterans’ insurance payments as a 
source of cash, which the Treasury 
offsets by placing IOU’s in the trust 
account. This means that the Treasury 
must necessarily go to the money mar- 
ket as a borrower to finance the IOU’s. 
Undersecretary W. Randolph Burgess 
and Federal Reserve Chairman Wil- 
liam McChesney Martin have repeat- 
edly emphasized this point, in an 
effort to demonstrate that the N.S.L.I. 
gimmick is like its predecessors—pure 
inflation. 





CAPITAL NOTES 











Representative Ralph O. Talle, Re- 
publican of Iowa, is now the senior 
minority member of the House Bank- 
ing Committee. An assiduous student 
of banking matters, he takes the posi- 
tion of His Majesty’s Loyal Opposi- 
tion, patiently waiting for political 
control of Congress to swing to the 
Republican side. In banking matters, 
he is equally smart as former Chair- 
man Jesse P. Wolcott in thwarting 
schemes that smack of socialism. 


By exerting strong grass-root pres- 
sure on Senators, the nation’s credit 
unions obtained just about what they 
sought in the final version of the Fi- 
nancial Institutions Act as passed by 
the Senate. There was some feeling in 
Senate circles that if bankers were as 
willing to express their views, the 
defenders of banking in the Senate 
would have put over their points with 
greater force. Bankers seem to lack 
incentive to express their views to 
their representatives in Congress; this 
is a sort of surrender to others who 
are more alert to speak up for their 
interests. 


Under leadership by Chairman H. 
Earl Cook, the Federal Deposit Insur- 
ance Corp., cooperating with the 
Washington office of the American 
Bankers Association, is developing a 
peak record of attendance by State 
bankers association officials at pilgrim- 
ages to Washintgon this year. The 
mutual value of these visits is tre- 
mendous. 
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THE PERSONALITY SPOTLIGHT 





The Hanover Bank, New York City, 
has announced the appointment of 
Milo B. Hopkins as executive vice- 
president, and William H. Miller as 
senior vice-president in the bank’s out- 
of-town division. 

. 

Officers of the new Federal Advisory 
Council of the Federal Reserve System 
for 1957 will consist of Robert V. 
Fleming, chairman of The Riggs Na- 
tional Bank, Washington, D. C., 
president; Frank R. Denton, vice- 
chairman of Mellon National Bank and 
Trust Company, Pittsburgh, as vice- 


as 


president; and directors Adrian M. 
Massie, chairman, The New York 
Trust Company, New York City; 


William R. K. Mitchell, chairman, 
Provident Trust Company of Philadel- 
phia, Pennsylvania; and Homer J. 
Livingston, president, The First Na- 
tional Bank of Chicago, Illinois. 

Herbert V. Prochnow, vice-president 
of The First National Bank of Chicago, 
was re-elected secretary, and William 
J. Korsvik, assistant vice-president, 
The First National Bank of Chicago, 
was re-elected assistant secretary. 

° 

A shift in the top management has 
been made at The Commercial Bank of 
Australia Ltd. H. F. Clarke has be- 
come general manager, and has been 
succeeded as deputy general manager 
by N. A. Jackson. Benbow Menelaus 
has been advanced from chief inspector 
to assistant general manager. 


Four officers have been advanced to 
vice-presidents at the Girard Trust 
Corn Exchange Bank, Philadelphia, 
Pennsylvania. The new vice-presidents 
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W. H. MILLER 


Advanced to new executive posis at The Hanover, New York City 


are Earl H. Cunerd, Raymond J. Euler, 
L. Warren Elwell and J. Herbert Saur- 
man, Jr. 

New assistant vice-presidents are 
Ralph B. Pennock, J. Randall Cus- 
worth, Charles H. Hart, Jr., and John 
D. Rumbough. 


5 

Trust Company of Georgia, Atlanta, 
has promoted six officers to the newly 
created rank of senior vice-president. 
They are Douglas M. Robertson, 
George S. Craft, A. H. Sterne, William 
R. Bowdain, Steve H. Bomar, and 
Alfred D. Boylston, Jr. 
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Frank P. Gage, formerly manager of 
foreign investments and operations in 
the United States for the Hanover 
3ank, New York City, has joined the 


Named to top assignments at Central National, Cleveland 


H. R. HARRIS 
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First National Bank, Jersey City, New 
Jersey. as vice-president. Mr. Gage, 
active in banking since 1926, will 
assume duties in the First National’s 
business development program. 

. 


Advancement to major executive 
posts were given last month by the 
Central National Bank, Cleveland, 
Ohio, to seven of its top officers. 

J. M. Killpack, formerly senior vice- 
president, was elected executive vice- 
president. He joined the Central Na- 
tional in 1938, and has been closely 
identified with all of the bank’s major 
activities. 

H. R. Harris was named vice-chair- 
man. He has been with the bank for 
27 years and most recently has served 
as chairman of the national division 
of the commercial banking department. 

Elected as senior vice-presidents 
were W. E. Caldwell, Jr., E. L. Car- 
penter, A. C. Knight and Frederick 
Lynch, Jr. Mr. Caldwell has had over 
40 vears banking experience and since 
1949 has been chairman of the city 
division of the commercial banking de- 
partment. Mr. Carpenter, who joined 
the bank in 1928, will assume duties as 
the senior officer in charge of bank 
operations, 

Mr. Knight, associated with the bank 
since 1919, has specialized in trust serv- 
ices since 1928. Mr. Lynch joined the 
bank in 1950 as director of personnel, 
and was elected a vice-president in 
1955. 

F, J. Blake, director of public rela- 
tions and advertising, was elected vice- 
president and will continue to direct 
those activities. 

Mr. Blake joined the bank in 1953 
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and was previously an officer of the 
Federal Reserve Bank in Cleveland. 


* 


New president of the Citizens Bank, 
Sarasota, Florida, is A. Davis, Jr., who 
has served as president of the Pan 
American Bank of Miami, Florida, for 
the last eight years. He succeeds Tom 
J. Bell who recently announced his 
retirement as president, but who will 
remain as chairman. 


a 


New president of the Home Savings 
and Loan Association, Beverly Hills, 
California, is 
Kenneth D. 
Childs, who was 
recently elected 
to that post to 
succeed Howard 
Ahmanson. Mr. 
Ahmanson _ will 
remain as chair- 
man. 

Mr. Childs 
joined Home 
Savings in 1948 
as executive 
vice-president, and prior to that since 
1925 had been in the real estate-broker- 
age and construction business in Bev- 
erly Hills. 

The Home Savings and Loan is the 
largest in the country with assets of 
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E. L. CARPENTER W. E. CALDWELL 


Four new senior vice-presidents 


$425 million, operating 14 offices in 
Los Angeles and Orange Counties. 


5 


Lyndon R. Day has been appointed 
director of the division of Federal 
Home Loan Bank operations. Mr. Day 
succeeds Albert C. Crew, who recently 
resigned to become treasurer of the 
Federal Home Loan Bank of Cincin- 
nati, Ohio. 


e 


Recent shifts in the senior adminis- 
tration at the San Francisco headquar- 
ters of Bank of America include the 
naming of Frank F. Risso, vice-presi- 
dent and personnel relations officer, to 
a newly-created post of president’s 
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B. Pacific Northwest / 
They look to NBofC 


Pacific commerce 

grants an ever great- 

er role in world trade 
to the port facilities of Seattle- 
Tacoma. The N BofC inter- 
prets the importance of this area to all the 
world—for N BofC is a part of the finan- 
cial pulse of the Pacific Northwest. 
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at Central National, Cleveland 


assistant—personnel ; the succession by 
Vice-President Frank E. Young, secre- 
tary of the bank, as personnel rela- 
tions officer; and the promotion of 
Vice-President D. S. Langsdorf to 
secretary of the bank. Mr. Risso will 
represent President Clark S. Beise as 
special personnel counsellor, particu- 
larly on senior 
branch and ad- 
ministration  offi- 
cers. Mr. Young 
will head the per- 
sonnel relations 
department. Mr. 
Langsdorf will 
also serve as sec- 
retary of the 
board and the 
senior committees. 

At the same 
time the bank, 
through its wholly-owned subsidiary, 
Bank of America (International) an- 
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F. E. YOUNG 


F. F. RISSO 


In shift at Bank of America 


nounced that it would open a new 
branch in Guatemala City, Guatemala. 
Named as manager of the new office is 
Spanish-speaking William H. Bolin, 
previously assistant vice-president in 
the bank’s San Francisco headquarters 
Latin-American section. 
* 

Merger of the Genessee County Sav- 
ings Bank and the Merchants & Me- 
chanics Bank, both of Flint, Michigan, 
has been proposed by the directors of 
the two institutions, according to a 
recent joint announcement made by 
Gyles E. Merrill, president of the 
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CHICAGO + LOS ANGELES 
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tomorrow's efficiency 


For CIF’. ..the new 


DIEBOLD 


Sup; 


ELEVATOR 
FILE 


Diebold introduces a new dimension in record handling efficiency . . . 
the SUPER “63” Elevator File. This versatile new model establishes 
better record controls ... features faster operation, greater 
convenience, 25% more capacity ... PLUS recorded time and 

space savings up to 50%. Trays are delivered the shorter, faster 
route automatically ...in an average of 3 seconds. And... 

the powerful SUPER “63” is precisely geared to perform 

smoothly with only a whisper. 


For a better, faster *Central Information File, nothing equals the 
speed of the SUPER “63” in making up-to-the-minute customer data 
available to all banking departments. Smaller banks utilize the 
great capacity of the SUPER “63” for housing both C.LF. and 
consumer loan records. For details call your local Diebold 


representative, or use the convenient coupon, today! 


when it comes to handling records... Diebold has the answers 


Special and Revolving 
Checking Accounts 

Insulated Desks for 
Post-To-Check and 
Borrow - By - Check 
save up to 50% in 
personnel and space, 
cut errors up to 80%. 


Transit Department 

Portable magazine- 
loading Flofilm cam- 
era provides compact 
microfilm record of 
all checks . . . elimi- 
nates miles of files. 


Customer Ledgers 

Electric Rekordesk 
Safes economically 
speed customer serv- 
ice . . . protect sav- 


ings, mortgage and 
loan ledgers at 
windows. 


Diebold, Inc. 
902 Mulberry Rd., S. E. 


Canton 2, Ohio 


() Please send complete details about your new SUPER ‘63’ 
Elevator File for our C.1.F. records. 


() Please send data about your 




















Firm 

Individual Title 
Street 

City Zone State 
N-429-DI 


Signature Cards 
Cardineer rotary card 
files bring practical 
automation to signa- 
ture cards . . . save 
up to 50% reference 
time. 


Trust Records 
Tra-Dex files provide 
visible margins for 
rapid finding and sig- 
naling . . . save up 
to 50% in time and 
space. 


Storage Room 
Bank records are safe- 
ly stored in Saf-T-Stak 
. economical steel 
files that increase 
storage capacity up 
to 100%, last a life- 
time. 


Diebold 


‘nN CORPORATE O 


902 Mulberry Rd., S.E. ¢ 


Canton 2, Ohio 


Burroughs Clearing House 











, mood 
FOR HANDLING 
MASS RECORDS! 








THE MOTORIZED FILE WITH THE ELECTRIC BRAIN 


Genessee County bank, and Lloyd H. 
Drake, president of the Merchants 
bank. 

The proposed effective date of the 
consolidation is July 1, at which time 
new officers of the bank will be ap- 
pointed by the board of directors. If 
the merger is approved, the assets of 
the consolidated bank will total some 
$111 million. 


So 


Oliver S. Powell, president of the 
Federal Reserve Bank of Minneapolis 
since 1952, retired last month. Fred- 
erick L. Deming, first vice-president of 
the Federal Reserve Bank of St. Louis, 






oe¢0 


SYMBOLS! 





0. S. POWELL 


F. L. DEMING 


In Minneapolis Fed change 


was named president to succeed Mr, 
Powell. Mr. Powell was associated with 





gee COMPLETE BREAK- 
DOWN OF FACTS AND FIGURES! 


CONFUSING CODE 


Polk's Bank Directory lists all related information 


in one spot. It's easy to use . . . indispensable 


to have. Polk's Bank Directory contains detailed 


information on Banks, Investment Dealers and Life 


Insurance Companies. The 
March '57 edition is just 
off the press. Send us your 


order today! 


Single Issue - $37.50 a copy 
5-Year Plan - $25.00 a copy 
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R. L. POLK & CO. 


Nashville 3, Tennessee 
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the Minneapolis Fed since 1920 except 
for two years in 1950-52 when he was a 
member of the Federal Reserve Sys- 
tem’s board of governors in Washing- 
ton, D.C. 

Mr. Deming had been with the St. 


Louis Fed since 1941, and is the 

author of numerous articles in eco- 
nomic publications. 
e 

An announcement has been made 


that a new commercial bank, the first 
in seven years, will be opened within a 
few months at Detroit, Michigan. It 
will be known as the Public Bank and 
will be headed by Joseph F. Verhelle. 
The new bank will have an initial capi- 
tal of $2.5 million, consisting of 100,000 
shares at $25 per share. 


5 


C. P. Edwards, chief manager for 
New Zealand of the Australia and New 
Zealand Bank 
Limited, has 
been appointed 
chairman of the 
Associated 
Banks in New 
Zealand, an of- 
fice comparable 
to the president 
of the American 





Bankers Associ- 

ation. Mr. Ed- 

wards began his Cc. P. EDWARDS 
banking career in 1916, in 1951 was ap- 


pointed chief inspector in the bank’s 
general manager's 
office in Melbourne, 
and in 1954 
made chief manager. 

In promotions 
within the Aus- 
tralia and New 
Zealand Bank re- 
cently, R. A. Ellery 
was named man- 
ager, J. R. L. Salis- 
bury, assistant 
manager, and J. D. 
Milne, sub-manager, of the bank’s 
international banking department, Mel- 
bourne. 


Was 


R. A. ELLERY 


Sf 


The Chase Manhattan Bank, New 
York City, has a new vice-president in 
charge of the per- 


sonnel adminis- 
tration division. 
He is Carl E. 


Haugen, who has 





been with the 
bank since 1935, 
and for the past 
three years an 
assistant vice- 
president in the 


bank’s district di- 
vision which em- 
braces Illinois, Minnesota, North Da- 


C. E. HAUGEN 


Burroughs Clearing House 

















WHO GOT THE DIAMONDS? 


Not long ago we got a call from one of our corre- 
spondents in a neighboring state. A good customer 
of his, a manufacturing jeweler, had ordered some 
diamonds from Holland which had been delivered 
to the post office in Pittsburgh, the nearest Port of 
Entry to his home town. He was anxious to get the 
diamonds as soon as possible, and our correspondent 
was wondering if we could help get them cleared 
through U. S. Customs. 

It took only a few minutes for our Foreign 
Department to locate a licensed broker, who could 
handle the transaction. An expert on the complicated 
forms and procedures involved, he lost no time in 
getting the necessary paper work signed and sealed. 
And within a few hours, the diamonds were released 
from Customs and on the way to the jeweler. 

A little while later, another correspondent of ours 
had a customer who wanted to import 20,000 dozen 
children’s baseball caps . . . almost enough to shield 
the eyes of every Little Leaguer in the Fourth 
Federal Reserve District. So our Foreign Depart- 
ment quickly got him the necessary Letters of 
Credit, and the transaction came off without a 
hitch. Since then, he has repeated import orders 


MELLON NATIONAL BANK AND TRUST COMPANY 


enough times to become a valued and profitable 
customer for our correspondent. 

Foreign transactions like these happen every day 
at Mellon Bank. For, although most people don’t 
realize it, Pittsburgh is the largest inland Port of 
Entry in the country. This is important to our 
friends, who tell us they like our Foreign Depart- 
ment’s personalized service. Requests aren’t shuffled 
from one desk to another until they find the right 
cubbyhole. And to get a question answered, you 
don’t have to make a lot of long and expensive 
telephone calls. 

To cut unnecessary red tape and save time on 
foreign transactions, all you have to do is call Larry 
Deitrich at our Foreign Department. He and his 
associates are always ready to give you expert help 
on your foreign department problems. 

Whether it’s diamonds or baseball caps, we think 
these two examples help to illustrate that corre- 
spondent bank relationships should—and do—go 
beyond merely the routine. 


P.S. We can work in 16 different foreign languages. 
Which one do you need? 


PITTSBURGH 


CAPITAL $60,100,000 


SURPLUS $180,000,000 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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from America’s financial design center... 

































new motor bank parking-garage .. . 
Texas Bank & Trust Co., Dallas, Texas has 5 drive-up 
windows on the street level floor; basement parking 
area gives customers direct access to safe deposit 
department in adjoining bank building. 


geared to better service... 
designed to steer more business your way ! 


Motor Banking... one of the most dynamic developments ever to hit 
the banking industry! Over 3,200 banks already have this service in 
operation. Far more are either seriously considering, or actually 
installing drive-up walk-up facilities, right now. This new kind of 
banking service has won public acceptance, created public demand 
almost overnight. And bankers have found it a real asset... in 
relieving main lobby work-loads on peak days... in building more 
volume with old customers... in attracting new business! 

But it’s important to point out, not all drive-up facilities have 

proved successful. Inadequate planning, inexperience and failure to 
grasp the complexities of motor bank engineering have greatly reduced 
the effectiveness of numerous installations, 


When you put your motor bank project in our hands, you’re assured 

of sound planning, proper guidance ... every step of the way. Our 
specialists can be of invaluable assistance in every phase of development: 
from analyzing traffic patterns to determining site location, type of 
installation, most effective use of available ground, and how to provide 
for future expansion. Let Bank Building & Equipment Corporation— 
with more experience in motor bank planning than any organization 

in the world—open up more avenues of business for you. 


Select your designer with care... 
Check his financial responsibility as well as his 
skill and experience in this highly specialized field! 
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MANCHESTER 
BANK 





world’s largest motor bank... 
Manchester Bank of St. Louis, Mo. has 11 drive-up 
windows, 2 walk-up windows; does almost half of its 
business “outdoors.” 








Hibernia National Bank, Mid-City Office, 
New Orleans, La. 
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oO AMERICA 


Headquarters: ST. LOUIS, 1130 Hampton Ave. — Offices in: 
NEW YORK, 342 Mapison Ave. e CHICAGO, 333 N. Micnican e DALLAS, 
Five.ity Union Lire Bipc, e SAN FRANCISCO, 275 Post St. e ATLANTA, 
WeEsTERN Union Bipc. 
Operating Outside Continental U. S. as: Bank Building Corporation, International 
Operating in Mexico as: Edificios Para Bancos ¢ Subsidiary: Design Incorporated 
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Bank BuiLpiInc aNnp EquipMENT CorRPORATION OF AMERICA 
° \ 1130 Hampton Ave., St. Louis, Mo. 
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this free za Send my free copy of: * ING G 


YF oror “PLANNING GUIDE TO SUCCESSFUL MOTOR 
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kota, South Dakota, and Wisconsin. 
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How does the president of a billion- 
dollar bank find time to be a leader 
in a veritable maze of community 
projects? “Sometimes it’s not simple 
to find time to arrange meetings that 
will not conflict with others or with 
business interests,” says Raymond T. 
Perring, president of the Detroit 
(Michigan) Bank and Trust Company. 
“However, by working at it at noon- 
time and in the evening, it can often 
be worked out.” 

Mr. Perring is active in some 35 com- 
munity groups, in addition to his club 
and church activities. Among some of 


the better known organizations are a 
large city hospital, a state university 
development council, the American 
Red Cross, the United Foundation, a 
grand opera association and the Junior 
Achievement activity. 

“Corporate citizens have as much re- 
sponsibility to the community as in- 
dividuals have,” declares Mr. Perring, 
“and banks and all business concerns 
should urge their officers to participate 


actively in community and_ civic 
affairs.” 
The Detroit Bank, of which Mr. 


Perring was elected president in 1952, 
became the Detroit Bank & Trust 
Company in 1956, following the merger 
with three other institutions. It has 
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MACHINE 
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Shredmaster Bantam- 10 tn Confidential Papers 
And Obsolete Records Right In Your Own Office 


Are your confidential papers exposed 
to prying eyes? You, too, can have 
SHREDMASTER protection when 
disposing of confidential papers and 
obsolete records. The Bantam-10 
SHREDMASTER assures security 
for your company by turning obsolete 
records into unreadable shreds in a 
matter of seconds. Makes destruction 
of records a simple routine. Learn 
how security-minded companies, 
banks and government agencies safe- 
guard their confidential papers and 
— records with SHREDMAS- 
ER. 


FREE 10-DAY TRIAL. New illustrated 
folder describes unique Bantam-10, 
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Portable, quiet, 
clean, the 
Bantam-10 is 

the only paper 
shredding machine 
designed 

for office use. 





i ne 
gives full details about Free 10-day 
Trial. Write today for; 

Circular 33 Room 1102 
9 East 40th Street, New York 16, N.Y. 
THE SHREDMASTER CORP. 
A DIVISION OF SELF WINDING CLOCK CO., INC. 


Manufacturers also of the Clipper-14, only heavier 
duty shredding machine suitable for office use. 


Sales and Service in all principal cities in U. $. and Canada 











Presidents, seasoned and tyro 


resources of more than $1,024,000,000. 

In the photo above Mr. Perring, a 
member of a Junior Achievement ad- 
visory council, is presenting charters 
to two JA group presidents. 


od 


Ben R. Meyer, chairman of the 
Union Bank & Trust Company of Los 
Angeles, Califor- 
nia, died last 
month in San 
Francisco. His 
death marked 
the end of a 
career of almost 
a half-century of 
banking in 
Southern Cali- 
fornia, in which 
he saw the little 
bank he helped 
form in 1914 be- 
come the 77th largest in the country. 
Mr. Meyer occupied a prominent posi- 
tion in California business, civic and 
philanthropic affairs for many years. 








B. R. 


MEYER 


* 


At the Crocker-Anglo National 
Bank, San Francisco, Ira C. Chaney 
has been named auditor to succeed 


| James J. Cambridge, who recently re- 





tired after 50 years in banking. Mr. 
Chaney, who joined Crocker Bank in 
1922, formerly served as a member of 
the Hoover Commission for the re- 
duction of paper work in banks, and 
is currently an instructor at the Na- 


In Crocker-Anglo promotions 


I. C. CHANEY 


D. H. PILLIARD 











Burroughs Clearing House 





Highlights of 1996... 


ANOTHER RECORD YEARAT REPUBLIC 














Capital 
and Surplus 


increased to 


$75,000,000 


Deposits 
$781,404,41198 


Resources 


$910,893,49957 


During 1956, the Republic National Bank 
reached new record highs in Deposits, Total 
Resources, Earnings and Capital Funds. 
The increase in Capital and Surplus to 
$75,000,000 further enhanced the Bank’s 
position as the largest bank in the South 
and the 18th largest in the nation in capital 
strength. 


Earnings 
per Share 
$358 


Cash 
Dividends 
Paid 

$168 share 
$4,319,700.00 


Stock 





127,500 
Shares 





We take pride in this continued record of 
outstanding growth, which, in the short span 
of a few years has advanced the Republic 
from a small local bank to its present stature 
as one of the nation’s leading financial insti- 
tutions. Also, we express our deep apprecia- 
tion to our many friends throughout the 
country who have made our progress possible. 


“The Banker’s Bank in the Southwest”’ 


Pe Fw Es ee 


NATIONAL BANK of Dallas 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Dividend 
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tional Association of Bank Auditors 
and Comptrollers school at the Univer- 
sity of Wisconsin. He was president of 
NABAC in 1954-55. 

Also at Crocker-Anglo, Delbert H. 
Pilliard has been appointed vice-presi- 
dent and manager of the bank’s office 
in Yreka, California; and Howard R. 
Carlson, appointed assistant vice-presi- 
dent and manager of the bank’s new 
office in Mountain View, California. 


Various banks across the country 
have received notice in newsprint as 
TV quiz winners have brought their 
prize money in to be deposited. The 
Citizens Bank of Michigan City, Indi- 


MOREE PG 
east 4 
| ACCOUNTS ” 
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Publicity for a bank 


ana, gained such publicity recently 
when local citizen Mike Josef deposited 
















CRIME 
LOSSES 
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OF BANK 


100 Broadway - 


What’s the remedy? Better control 

and more insurance. And 
American Surety can help you on 
both counts. 


As to control and minimizing your 
hazards — you'll find the experi- 
enced counsel of one of our Bank 
Protection Specialists invaluable. 
He’s specially trained to deal with 
bank risks. 


As to insurance—he can help there, 
too. For while there are rule-of- 
thumb tables which suggest mini- 
mum amounts of coverage — any 
table is merely a guide and cannot 
take into account the individual 
needs of the bank involved. Our 
Bank Protection Specialist can help 
you review and strengthen your 
protective program. 


On your request, at no obligation, 
we will send one of these men to 
your bank. Just write to American 
Surety Company, Bank Division, 
100 Broadway, New York 5, N. Y., 


or call your American Surety agent. 


UNINSURED! 


Protecting Banks 
for over 70 years 


AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY 


FIRE ° 


INLAND MARINE e 
ACCOUNTANTS LIABILITY « 


HOMEOWNERS 
AVIATION 


New York 5, N. Y. 











$16,000 he won as “champion” in the 
category of diets. 

In the accompanying photo Lewis A. 
Ziemer, Citizens’ vice-president, left, 
accepts the check for deposit, as Miss 
Theresa Klosinski, savings teller looks 
on. 

* 


The Attleboro (Massachusetts) 
Trust Company has named Stanley M. 
Gower, Jr. as its new president, to suc- 
ceed Victor R. Glencross, who con- 
tinues as chairman. Mr. Glencross has 
been president since 1942. 

Mr. Gower leaves his post as vice- 
president, Wellesley (Massachusetts) 
National Bank. Prior to that he had 
been with the Norfolk County Trust 
Co., Norwood, and the First National 
Bank, Boston. 


Three new vice-presidents, two as- 
sistant vice-presidents and a branch 
in a list of 


manager are included 
promotions an- 
nounced by the 
Valley National 
Bank, Phoenix, 
Arizona. 

Gilbert F. Brad- 
ley, Frank Votaw 
and Frank Gibson 
have been pro- 
moted to vice- 
presidents. 

Promoted to 
assistant vice- 
presidents were Donald L. Moore and 





G. F. BRADLEY 

















F. VOTAW F. GIBSON 


Robert W. McGee while George 
Braman was named manager of the 
bank’s Litchfield Park office. 


e 


Dimitry Wanda has been elected a 
vice-president of the Talman Federal 
Savings & Loan Association, Chicago, 
Illinois. Bernard Polek has been elected 
secretary-treasurer, and will succeed 
Mr. Wanda as treasurer. 


e 


New auditor of the State-Planters 
Bank of Commerce and Trusts, Rich- 
mond, Virginia, is Francis R. Taylor. 
He succeeds Edward F. Diggs, who 
had been with the bank since 1909, and 
its auditor for the past 35 years. Mr. 


Burroughs Clearing House 
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Taylor has been with the bank for 
many years and has served in many 
departments. 

S 


The New York Trust Company, New 
York City has elected Jay E. Crane a 
director. Mr. 
Crane is also a 
director and 
member of the 
executive com- 
mittee of the 
Standard Oil 
Company of 
New Jersey. 
Prior to 1935, 
Mr. Crane was 
with the Federal 

J. E. CRANE Reserve Bank of 

New York in 

charge of the bank’s foreign business. 

From 1953 to 1956 he was chairman of 

the board of the Federal Reserve Bank 
of New York. 
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As part of an expansion program, 
American Trust Company, New York 
City, has added three new directors to 
its board. They are Stephen B. Gib- 
bons, former assistant secretary of the 
U. S. Treasury ; Lacy Kux, formerly a 
partner in beth Sutro Bros. & Co. and 
Byfield & Co.; and H. Eugene Dick- 
huth, for many years banking editor 
of the New York Herald Tribune. Mr. 
Dickhuth will also become a _ vice- 
president of the bank. 


* 


Los Fresnos (Texas) State Bank has 
elected Robert E. Overcash as a vice- 
president. He was formerly a teller 
with the First National Bank of Har- 
lingen, lTexas. 

© 


The retirement of Walter L. Tilling- 
hast, senior vice-president, has been 
announced by 
the First Federal 
Savings and 
Loan Associa- 
tion, St. Peters- 
burg, Florida. 
He will continue 
on the board and 
as a member of 
the association’s 
executive com- 
mittee. 

Mr. Tilling- w, L, TILLINGHAST 
hast was one of 
the organizers of the First Federal and 

















has served on its board since its incep- | 


tion in 1933. Since then he has watched 
the association’s resources grow from 
$1.6 to $134 million. 
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Stepping up from cashier to presi- 
dent at the Bank of Endicott, Wash- 
ington, is Myran Sherman. Winston 


April, 1957 
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...in the Pump Room of 
Chicago’s Ambassador East Hotel, 
it’s food on a flaming sword 













f...at FeD, 
it’s Blanket Bonds 
for Financial Institutions! 


Just as Chicago’s Pump Room is known the 
country over for its spectacular ‘‘dinner on a 
sword,” so is Fidelity and Deposit famous for 
its “‘specialty of the house’’—Blanket Bonds for 
financial institutions. 


F&D’s many years of concentrated experience 
in providing this vital protection, and its spot- 
less reputation for meeting its responsibilities 
promptly and fairly, have earned it this impres- 
sive vote of confidence: 


More financial institutions entrust their Blanket 
Bond protection to F&D than to any other company. 


BFipeuiry ano Deprosir 
COMPANY 


Home Office: Baltimore, Maryland 
AFFILIATE: AMERICAN BONDING COMPANY 
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Neace, former president. is now chair- 
man, and Robert G. Allen was pro- 
moted to cashier. 

. 

The new Bank of Naperville, Illinois, 
which was opened for business last 
month, is headed by John A. Corkill 
as president; C. T. Ireland, as execu- 
tive vice-president, and Vernon S&S. 
Hoesch, as vice-president and cashier. 


2 


Promotion of George J. Messemer to 
vice-president has been announced by 


the Irving Trust 
Company, New 
York City. Mr. 


Messemer has been 
with the Irving 
since 1918 and has 
supervision of the 
operating activities 
of the bank’s inter- 








national banking 
division. 
G. J. MESSEMER The bank also 


announced that 
Richard W. Hastings has been named 
an assistant secretary, assigned to the 
bank’s Latin American district. 


e 


The directors of The South Carolina 
National Bank, Charleston, and The 
First National Bank of Greenville, 
South Carolina, have reached an agree- 





W. W. McEACHERN'  B. M. EDWARDS 


Bank merger principals 


ment to consolidate the two institu- 
tions. B. M. Edwards is chairman and 
president of The South Carolina 
National, and W. W. McEachern is 
president of The First National. If the 
consolidation is effected, it will be 
proposed that Mr. Edwards will remain 
as chairman of the board for the re- 
mainder of this year, and Mr. Mc- 
Eachern will become president and 
chief executive officer at the beginning 
of 1958. 


4 


Tilton H. Dobbin recently assumed 
new duties as a vice-president of the 
Fidelity-Baltimore (Maryland) Na- 
tional Bank. Mr. Dobbin was formerly 
an assistant treasurer of the Olin 








Only two 






Sydney Harbour Bridge 


days 


= from the Golden Gate 
to the Gateway of Australia 





It is only two days by air from San Francisco to Australia, where 
there are increasing opportunities for industrial and commercial 


expansion. 


If you are interested in establishing or improving business con- 
nections there, you are invited to contact the Bank of New South 
Wales, the oldest and largest joint-stock bank operating in Australia, 
New Zealand, Fiji, Papua and New Guinea. 


Its complete modern banking service includes specialized depart- 
ments (industrial enquiries, trade introductions, travel) designed to 


assist American businessmen. 


BANK OF NEW SOUTH WALES 


ESTABLISHED 1817 
Head Office: Sydney, Australia 
British and Foreign Department — John W. McEwen, Manager 
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| accepted a posi- 





Mathieson Chemical Corporation, and 
from 1949 to 1952 was assistant cashier 
of the Mellon National Bank, Pitts- 
burgh. 

+ 


In a number of promotions made 
recently by The First National Trust 
and Savings Bank of San Diego, Cali- 
fornia, Russel Adams was elected vice- 
president; and C. Jackson Bowers, 
Robert B. Conway and Bruce A. 
Harms, assistant vice-presidents. 


The Detroit (Michigan) Bank and 
Trust Company has appointed Robert 
R. Onderdonk as 
a vice-president. He 
assumed his new 
duties the first of 
this month and is 
in charge of new 
business develop- 
ment of the bank’s 
trust department. 
Mr. Onderdonk has 
had a long experi- 
ence in life insur- 
ance and estate 
planning work, and recently resigned 
as president of The Estate Planning 
Corporation, New York City. 














R. 0. ONDERDONK 


2 


Thirty-five year old Robin B. Bailey 
cashier and 


has been advanced from 
vice-president to 
the presidency of 
the First Na- 
tional Bank of 
Pueblo, Colo- 
rado. He suc- 
ceeds William R. 
Hoge, president 
of the bank since 
1951, who has 





tion as vice-pres- 
ident with the 
Republic Na- 
tional Bank of Dallas, Texas. 

Mr. Bailey joined the bank’s staff as 
a clerk in 1949. He was formerly asso- 





R. B. BAILEY 





N. M. ANDERSON R. L. PENDLETON 


Promoted by Pueblo bank 


ciated with the Federal Reserve Bank 
of Denver, Colorado. 
At the same time Robert L. Pendle- 


| ton was promoted to senior vice-presi- 
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| Somebody had to tell her... 


When it’s necessary to foreclose . . . when a family must lose Federal Offers You: 

their home . . . somebody has to tell the widow. A Custom Designed Plan based on careful study of 
Your bank need never face this heartbreaking task. your operations * Proven Customer Appeal - Simplified 
Federal’s Mortgage Redemption Plan protects both Streamlined Procedure > Complete Flexibility including 
the customer and the bank. When tragedy strikes, the Health and Accident coverage + Prompt Service « All 
mortgage is paid in full. The low, low cost is simply included Promotional Tools. 

in the customer’s monthly payment. ‘ 

Bankers like Federal’s Plan for its simplicity and HIGHEST RATING 
freedom from burdensome detail. Protect your most vital asset , oGur sens wargat nel a 
—customer relations—with this plan. ee ee 
Write today for complete information. 7 sii 
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WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN « REGIONAL SERVICE OFFICES FROM COAST TO COAST 





dent and cashier of the Pueblo bank, 
and Norval M. Anderson was named 
senior vice-president. 
° 
At the Citizens & Southern National 
Bank, Atlanta, Georgia, Vann _ T. 
Groover, vice-president of the C&S 
system, has been elected president of 
the C&S Emory Bank. William F. 
Holle, Jr. has been elected vice-presi- 
dent and Atlanta personnel director for 
the C&S National. 
° 


Three have been an- 
nounced at the 
U. S. National 
Bank of Portland, 
Oregon. Frank 
Holmes, Jr. has 
been made  vice- 
president at the 
bank’s head office, 
while Calvin A. 
Clements has been 
promoted to 
branch manager, 
and L. W. Tamie- 


sie to assistant branch manager. 


promotions 














F. HOLMES, JR. 


a 


Hermann J. Abs, prominent German 
banker who is a director of the Sued- 
deutsche Bank and close adviser on 
economic problems to German Chan- 
cellor Adenauer, recently spoke before 





Distinguished German visitor 


several international business and eco- 
nomic groups in this country. In the 
photo above Mr. Abs, right, is shown 
being greeted at one of the meetings 
by Senator Styles Bridges, (R-N.H.), 
ranking Republican member of the U.S. 
Senate Appropriations Committee. 


sd 
Broughton National Bank, Dayton, 
Washington, was merged with the 


National Bank of Commerce, Seattle, 


Washington, last month, according to 
an announcement made jointly by 


Maxwell Carlson, National Bank of 
Commerce president, and C. J. Brough- 
ton, president of the Broughton Na- 
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for 


promising 
markets? 
When looking 


towards Cuba 
for expansion 
pick a sound 
and progressive 
correspondent. 


Resources exceed $200,000,000 
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With a network of 24 Branches 


this Bank is in a position to execute 


your transactions—effectively and with- 
out delay—anywhere in the island of Cuba. 


For information, write or wire: 


ihe Trust Company of Cuba 


HEAD OFFICE: OBISPO 257 - 


1,674 


HAVANA, CUBA 





| has been promoted 








tional. C. B. Polly, vice-president of 
Broughton National will continue with 
the NBofC as manager of the new 
branch. 

* 


Promotion of three officers has been 
announced by the Fidelity Bank & 
Trust Company, Indianapolis, Indiana. 
Edward F. Lindop has been named 
vice-president; William J. Tillett, as- 
sistant secretary; and Joseph M. Bisesi, 
assistant treasurer. 


e 


Two new vice-presidents have been 
named at the Merchants National Bank 
& Trust Company, Syracuse, New 
York. They are Kenneth F. Barton 
and William B. Ogden, III. 


e 


Weston E. Hamilton has _ been 
elected a vice-president of the Walker 
Bank & Trust 
Company, Salt 
Lake City, Utah. 
Mr. Hamilton, 
who will be asso- 
ciated with the 
bank’s business 
development  de- 
partment, is an 
assistant secretary 
of the Salt Lake 
City Chamber of 
Commerce, and 
has held many executive posts with 
business associations in Salt Lake City. 








W. E. HAMILTON 


° 


Marine National Exchange Bank, 
Milwaukee, Wisconsin, has named 
William J. Roddy to the newly created 
post of director of training. He was 
formerly with the business college at 
Marquette University. 


° 


At the Connecticut Bank and Trust 
Company, Hart- 
ford, Harry Walker 


to vice-president. 

In other promo- 
tions Richard G. 
Scheide and Charles 
T. Tomlinson were 
made assistant sec- 
retaries, and Evald 
E. Johnson and 
Joseph E. Ferrero 
were named assist- 
ant treasurers of the Hartford bank. 











H. WALKER 


° 


Rowland A. Radford has been elected 
a vice-president of The Bank of Geor- 
gia, in Atlanta. He will resign as 
vice-president and comptroller of The 
Bank of Virginia, where he has been 
since 1949, to accept the new position. 
From 1942 to 1949 he was vice-presi- 
dent and comptroller of The Citizens 


Burroughs Clearing House 











and Southern National Bank, Atlanta, 
and before that was with the Federal 
Reserve Bank of Atlanta for 17 years, 


e 


Edward C. Strum, Jr., has  beefi 
named vice-president of the Citizens 
National Bank, Riverside, California. 

a 


Addison A. Clarke has been elected 
vice-president, Wilson C. Byerley, 
assistant cashier, and George T. Steele, 
assistant vice-president, at the National 
Bank of McKeesport, Pennsylvania. 

So 


William D. Ireland, Jr. has been 
elected a vice-president of the Canal 
National Bank of Portland, Maine. At 
the same time James H. L. Ott, Jr. was 
elected controller and auditor; Harvey 
Ziegler, assistant controller; and Wil- 
liam C. Stevens, Allison C. Edwards 
and William A. Hallett, assistant 
cashiers. 

. 


Brookhaven Bank & Trust Company, 
3rookhaven, Mississippi, has a new 
president. He is §. E. Babington, 
formerly president of the Magnolia 
Bank from 1942 to 1957. He has been 
active in banking for many years and 
last year was president of the Missis- 
sippi Bankers Association. 

At the same time C. M. Higdon was 
advanced from president to chairman 
of the bank, and §. E. Moreton was 
named chairman of the executive com- 
mittee. Mr. Higdon was president of 
the bank for 7 years, and executive 
vice-president for 20 years. Mr. More- 


ton was one of the bank’s organizers | 
in 1900 and served as its president for 


20 years. 
© 


Emperor Haile Selassie _ recently 


named an American as governor of the | 


State Bank of Ethiopia. He is George 
Peters Rea, who has held many im- 


portant posts in the United States, | 


Hawaii and the Philippines. 

The Bank of Ethiopia is the only one 
permitted to operate in that country. 
It has a capital of 10 million and total 
assets of 188 million Ethiopian dollars. 


5 


The appointments of Stanley A. Car- | 


rington, Joseph C. Cherry and Eustace 
B. Chapman as assistant vice-presi- 
dents, and John E. Isler, Douglas J. 
Smith and Samuel C. White, as assist- 
ant secretaries, have been announced 
by the United States Trust Company 
of New York City. 

ae 


A new department to provide foreign 
banking services and to undertake to 
promote the Port of Toledo has been 
established by the Toledo (Ohio) Trust 
Company. It will be headed by Lloyd A. 
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insured Personal Money Order 


Register Checks—the insured remittance service—bring 
thousands of new customers into banks all over the 
country. North, east, south, west—profits, sales, good 
will are mounting. Register Checks can be issued in 
less than 15 seconds. No officer signature is required. 
Snap-apart, triplicate forms eliminate detail work and 
record-keeping for busy bank employees. 


Write for the time-saving, money-making facts. 





THE TODD COMPANY, INC. 


Subsidiary of BURROUGHS CORPORATION 
ROCHESTER 3, NEW YORK 
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Brown, assistant vice-president, with 
David Kaczala as his assistant. Pre- 
paratory to assuming their new duties 
both men received training in the for- 
eign departments of banks in New 
York City, Chicago and Philadelphia 
for several weeks. 
* 


An unusual new bank in Chicago, 
Illinois, is the Evergreen Plaza State 
Bank, which was opened last month 
for business. It is located on the lower 
level of the huge double-tiered Ever- 
green Plaza shopping center and 
utilizes the upper level for convenient 


rooftop drive-in banking — services. 

Chief operating officer is Hugh A. 
Davis, vice-president and cashier, and 
formerly vice-president and comp- 
troller of the Pullman Trust and Sav- 
ings Bank, Chicago. John H. Thode, 
is assistant vice-president and assistant 
cashier. Williard A. Brown, vice-presi- 
dent of Arthur Rubloff & Co., Chicago, 
is president of the bank, but inactive 
in that capacity. 

* 


E. L. Garringer, Jr., has joined the 
Reagan State Bank, Houston, Texas, 
as vice-president. Mr. Garringer was 
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formerly with the Commerce Trust 
Company, Kansas City, Missouri, and 
the Houston (Texas) Bank and Trust 
Company. 

~ 


The New York State Bankers Asso- 
ciation has appointed John J. Macklin 
as assistant secre- 
tary. Mr. Macklin 
joined the associa- 
tion in 1949 and is 
editor of “The New 
York State Bank- 
er,’’ the associa- 
tion’s weekly jour- 
nal, and director of 
the news bureau. 
He will continue to 
be concerned with 
public information 
and educational activities of the asso- 
ciation. 














J.J. MACKLIN 


e 


David J. Barry, senior trust officer 
of The Hibernia Bank, San Francisco, 
California, has been advanced to vice- 
president. Mr. Barry joined the bank 
in 1925 and was made senior trust 
officer in 1947, 

Other head office promotions include 
Henry J. Ahlf and Martin J. O’Dea to 
trust officers; and Edmund McKenna 
to assistant trust officer. 


z 


Lawyers Title Insurance Corpora- 
tion, Richmond, Virginia, has named 
John R. Walsh as manager of its newly 
created commercial and industrial de- 
partment. 

. 


Five officer promotions were re- 
cently made at the 
Peoples Trust 
Company of Ber- 
gen County, Hack- 
ensack, New Jersey. 
They are Frank C. 
Spencer, vice-presi- 
dent; and _assist- 
ant vice-presidents 
Robert L. Schuman, 
Milton G. Stocker, 
Robert J. Acheson, 
and James H. von Frank. 














F. C. SPENCER 


e 


The Park Falls (Wisconsin) State 
Bank, has elected Walter F. O’Connor 
as its new president. Mr. O’Connor, 
formerly a _ vice-president, succeeds 
A. E. Kaiser, whose action of step- 
ping down to vice-president was in the 
form of semi-retirement. Lawrence J. 
Aschenbrener was elected to the newly 
created post of executive vice-president. 


e 
Bank of Portland, a new independent 


bank capitalized for $870,000, will be 
opened June 1 of this year in Portland, 


Burroughs Clearing House 














Oregon. The new bank’s president will 
be S. L. Gardner, who has been man- 
ager of the Seattle First National 
branch, Sunnyside, Washington since 
1955. The Sunnyside bank was merged 
with Seattle First in 1955. Prior to 
that it was known as the Yakima Val- 
ley Bank and Mr. Gardner was its 
president for about five years. 


e 


New vice-presidents at the First 
Trust & Deposit Company, Syracuse, 
New York, are Warren S. Pease and 
Richard W. Russell. 


4 


Southwest Bank, Inglewood, Cali- 
fornia has promoted Kenneth §. Clarey 
to executive vice-president; Hugh 
Waddell to vice-president and cashier; 
Robert O. Boland to vice-president and 
branch manager; Josephine Gardner to 
secretary; Donald Lund to assistant 
cashier; and J. Cuchiara to assistant 
secretary. 

. 


Recently assigned as chief examiner 
of the Federal Re- 
serve Bank of New 
York City was John 
F. Pierce. 

Mr. Pierce joined 
the bank in 1940, 
and from 1952 to 
1954 served as an 
adviser on bank su- 
pervision to the 
then newly organ- 
ized Central Bank 
of Ceylon. 














J. F. PIERCE 


6 


Carl M. Gray, attorney, has suc- 
ceeded the late Joe P. O’Brien as presi- 
dent of the First National Bank, 
Petersburg, Indiana, while Fred V. 
Chew has succeeded Mr. Gray as chair- 
man, and Louis L. Lamb has been 
named to the board to fill the vacancy 
left by Mr. O’Brien. 


* 


Philip C. Kopitsky, chairman of the 
State Bank & Trust Company, Wells- 
ton, Missouri, has been elected presi- 
dent of the chamber of commerce in 
that city. 

« 


The annals of long-term bank service 
records were added to recently when 
David R. Ravekes, vice-president in 
charge of The County Trust Com- 
pany’s Dobbs Ferry, New York, office, 
retired after nearly 56 years of con- 
tinuous service. He began as a clerk 
with the Dobbs Ferry Bank in 1901 
and became a vice-president in 1940. 
When the Dobbs bank was merged 
with the County Trust Company, 
White Plains, New York, in 1955, he 
became vice-president of the larger 
organization. 
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VAULT WALL 
PROTECTION 





The twisted metal shape illustrated above is a small section of CHUBB Steel 
Tangbar. “Tangbar’ is designed to protect the walls, floors and roofs of Banking 
Houses which, with the increase in strength of vault doors, are now frequently 
attacked by burglars in an attempt to gain entry. 

CHUBB “Tangbar’ has been developed and tested to provide resistance to 
burglarious entry and is additional to the usual structural steel reinforcement. 
“Tangbar’ is easily handled: it is delivered flat, and can be twisted on site by 
unskilled labour. 

As ‘Tangbar’ does not impede rodding or vibration, there is no loss of inherent 
strength in the high-grade concrete essential in vault construction. The special 
design of “Tangbar’ provides a high degree of resistance to cutting attempts and 
minimises the transmission of explosion shock. 

‘Tangbar’ has been supplied to leading Banking Houses all over the world. 

For details of CHUBB “Tangbar’ vault reinforcement, write to CHUBB Head 
Office in London, or to your local agent. There are CHUBB factories at Toronto, 
Canada; Sydney, Australia; Johannesburg, South Africa, and at Wolverhampton, 
England, and CHUBB agents in every principal country. 





BY APPOINTMENT 


CHUBB 


TO HER MAJESTY THE QUEEN 





PATENT LOCK & SAFE MAKERS 


CHUBB & SON’S LOCK AND SAFE CO. LTD., 
175-176 TOTTENHAM COURT ROAD, LONDON, W.1 
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A HEALTHY PLACE FOR PEOPLE AND DOLLARS TO LIVE IN 


With life expectancy among the highest, and the death 
rate one of the lowest in the world today —Canada offers 
rich /iving rewards to people of any age. They include 
a land of vast and varied recreational opportunity, a 
dynamic industrial economy and natural resources of 
amazing wealth and diversity. 


With a population now exceeding 16 millions and a 
yearly gross national product approaching 30 billions, 
Canada has attracted thousands of U. S. firms, large and 
small. Our country is not merely a rich source of supply 
of raw materials and finished goods but an expanding 
market for a wide range of U. S. products not grown 
or made in Canada. 


Our goal as one of Canada’s largest banks is to promote 
the prosperity of U. S.-Canadian commerce. We wel: 


come inquiries from U. S. bankers who recognize the 
desirability of creating larger American markets for 
Canada’s products and services as the super-highway to 
heavier Canadian orders for America’s manufactures. We 
invite Opportunities to assist any of your own customers 
who seek to develop their potentialities in our country: 
Write to our Business Development Division, Head 
Office, Toronto 1, Canada. 


THE CANADIAN BANK 
OF COMMERCE 


Head Office—Toronto 1, Canada 


New York « San Francisco * Los Angeles * Seattle 
Portland, Ore. 


Resident Representative—Chicago and more 
than 750 branches across Canada 
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Canadian Dollar at 
Reeord Exchange Value 


Last month the Canadian dollar 
reached a trading value of $1.0472, 
and thus attained the largest premium 
over the U.S. dollar since 1933. The 
1933 high for the Canadian dollar’s 
exchange value was $1.0562. 

Heavy European and American 
investment in Canada and the con- 
siderable amount of borrowing by 
Canadian business and government 
units in the American capital market, 
where lower interest rates are obtain- 
able, were ascribed as the principal 
reasons for the current high premium 
of the Canadian over the U.S. dollar. 

It is a matter of pride for the Can- 
adians to have their dollars sell at a 
premium over the U. S. dollars. How- 
ever, it sometimes works to a disad- 
vantage to the businessmen of Canada 
since the high premium Canadian dol- 
lar makes it more expensive for Ameri- 
cans to buy Canadian goods. 

There has been some conjecture in 
the United States that the Canadian 
banking authorities might take ac- 
tion to drive down the rate by selling 
U.S. dollars. However, James Coyne, 
governor of the Bank of Canada has 
announced that the bank will merely 
continue its long-standing policy of 
ironing out minor fluctuations in the 
rate, and will not take a solid position 
in the market one way or the other. 


So A Sd 


Capital Expenditures 
Outlook for °57 


Canadian manufacturers, institu- 
tions, governments and housebuilders 
plan an estimated total capital expendi- 
tures of some $8.5 billion this year, 
an increase of 8 per cent over the rec- 
ord $7.9 billion spent in 1956, accord- 
ing to a report of C. D. Howe, Canadi- 
an Trade and Commerce Minister. The 
anticipated increase is below that of 
1956, when capital outlays soared 17 
per cent above 1955. 

Mr. Howe’s estimates for 1957 indi- 
cate an 18 per cent decrease in resi- 
dential construction, while other con- 
struction and equipment expenditures 
are expected to increase about 15 per 
cent. “If present plans are realized,” 
Mr. Howe said, “capital spending this 
year will be at the highest level on 
record.” 

The year’s capital expenditures by 
Canadian banks for construction, ma- 
chinery and equipment are expected to 
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Planned capital outlays this year exceed prior spending 


reach a peak of $25.6 million, as com- 
pared with $17 million in 1956 and 
$15.3 million in 1955. New machinery 
and equipment purchases are forecast 
at $7.9 million, against $7.7 million 
last year, and $6.6 million in 1955. 

Similarly, insurance, trust and loan 
companies have new construction plans 
of $13.8 million, as compared to $10.5 
million in 1956 and $9.3 million in 
1955. Expenditures for machinery and 
equipment by this group are expected 
to taper off from $3.5 million in 1955 
to $3.1 million this year. 

Other financial organizations re- 
corded in this report, including real 
estate and investment dealers, are 
planning to spend $88.8 million on con- 
struction this year, compared with 
$75.4 million in 1956 and $57.5 million 
in 1955. This group plans to spend 
$12.4 million on machinery and equip- 
ment in 1957 against $11.4 million last 
year and $10.2 million in 1955. 

This record capital expenditure pro- 
gram is of special interest in view of 
the Canadian government’s efforts, 
through the Bank of Canada, to curb 
credit. Continuing inflow of money 
from outside Canada is a factor in 
providing the capital for this antici- 
pated record 1957 expansion program. 

Indeed, the importance of non-resi- 
dent controlled firms poses a dilemma 
to the monetary authorities, for their 
expansion plans are governed not so 
much by the availability of funds in 
Canada as by resources of the parent 
concerns abroad. 


While most of the new money com- 
ing into Canada is still coming from 
the United States, there is a growing 
amount of British capital entering 
Canada. Private British banks have 
for the past few years stepped up 
their investments in Canadian _ re- 
sources development, and accounted 
for considerable capital in construc- 
tion, machinery and equipment. Re- 
ports are that British joint stock 
banks, similar to Canadian commercial 
banks, are adopting the practice of 
lending funds to Canadian mining and 
oil companies, thus adding another 
source of money for the 1957 capital 
investment program. In recent months, 
too, the Bank of England has eased 
restrictions on moving money into 
Canada for natural resources and 
manufacturing developments. 
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Canada to Raise Limit 
In Farm Loan Funds 

The lending potential of the Ca- 
nadian government’s Farm _ Loan 
Board may be boosted from $60 mil- 
lion to $80 million to meet loan de- 
mands from farmers who want to im- 
prove or enlarge their operations. 
Legislation pending calls for an in- 
crease in the authorized capital of the 
C.F.L.B. to $4 million from $3 mil- 
lion. Under the law the board can call 
on the Canadian treasury for money 
to make farm loans up to 20 times its 
authorized capital. 
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HIGHER 
QUALITY 


FIRST 
CAST AMERICAN 
SIGNS Biaore 
AT LOWER 
COST 
Finer quality than 


you would expect to 
find in everlastingly handsome cast bronze 
and aluminum signs at such low, low prices. 


[HAROLD LAWSON | 


Ask for our new FREE CATALOG 


An idea source for executives interested in 
dignified plaques and plates. 








Read what others say: 
"We are very pleased with the two cast 
bronze tablets.’’ 
—FARMERS, STATE BANK 
Sterling, Kans. 
"We are well pleased.’’ 


—FIRST NATIONAL BANK 
Walnut Ridge, Ark. 
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designs a new 
all purpose 
chair 


for America’s army 
of men and women 
office workers ... 


© The seat is thick with 
vee ae foam rubber. The 
EsSY <. posture-curved back- 
3) . rest cradles the small 
of the back in still 
more foam rubber. And you can scuff the fiber glass 
base incessantly—you'll never mar it. It’s a com- 
fortable chair, a rugged chair, and best of all, a low 
priced chair. Ask your Sturgis Dealer to show you 
the 840-G. The Sturgis Posture Chair Company, 
Sturgis, Michigan. Address inquiries to The Sturgis 
Posture Chair Company, General Sales Offices, 154 
East Erie Street, Chicago 11, Illinois. 
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Berkeley Square Office, The Canadian Bank of Commerce 


New Canadian branch in London, England’s fashionable West End 


Last year the government amended 
the Canadian Farm Loan Act to widen 
the field of operations by increasing 
the maximum loan limit from $12,000 
to $15,000 and the maximum loan term 
from 25 to 30 years. The board re- 
ported that in the first six months of 
the current fiscal year, starting April 
1, 1956, the demand for loans in- 
creased substantially, and that loan 
approvals were 45 per cent greater 
than in the first half of the previous 
fiscal year. 

In the fiscal year ending March 31, 
1956, the board approved 2,057 first 
mortgage loans, totalling $8,309,650 
as compared with $8,225,500 in loans 
in 1955. The average loan was for 
$4,040 as compared with $3,835 a year 
earlier. At March 31, 1956, there were 
18,931 first mortgage loans and 2,389 
second mortgage loans outstanding for 
a total of $45 million, a gain of almost 
$5 million during the year. 
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Popular Bank Letter 

The distribution of the Royal Bank 
of Canada’s Monthly Letter, which 
deals chiefly with human relations top- 
ics, has grown to such proportions over 
the past twelve years that it now out- 
strips many paid-for, non-institutional 
publications. So popular has the Let- 
ter become that bank officials report 
that upwards of 100,000 extra free 
copies are sometimes rerun in a single 
month to supply the demand, and that 
distribution of the Letter is 32 times 
greater than that of a predecessor 
type, which was published between 
1902 and 1945, and which dealt with 
business and economic trends. 

Subjects for the bank’s four-page 
publication are selected far in advance 


of publication date to allow thoughts 
about them to “jell” in the writer’s 
mind. There is a tentative list of 
topics for all months up to the end 
of 1962, and many in reserve. Ad- 
dressees are added to the mailing list 
by writing and asking to be added; by 
a friend requesting that their names 
be added; or by their asking a man- 
ager or staff member at any of the 
bank’s more than 850 _ branches 
throughout Canada and the Americas 
to send in a request to the head-office 
at Montreal. 

There are three criteria by which 
the bank judges each monthly letter: 
distribution, press use and response. 
The bank places the most value on the 
response received, for when readers 
take the trouble to write expressing 
their appreciation, the bank knows the 
publication is of value. 

In recent months popular topics 
have included “The Protection of Gen- 
eral Insurance,” ““What Use Is Educa- 
tion?”, “On Writing Briefly,” and 
“Analysing A Problem.” 
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Foreign Branch Additions 

The Canadian Bank of Commerce, 
Canada’s third largest bank, has 
opened two more offices outside Can- 
ada. At the end of March it opened 
its first branch in the Bahama Islands 
at Nassau. The bank now has four 
branches in the British West Indies, 
the others being at Bridgetown, Bar- 
bados; Kingston, Jamaica; and Port 
of Spain, Trinidad. 

In February the Bank of Commerce 
opened its second branch in London, 
England, at 48 Berkeley Square, in the 
fashionable West End. In the British 
tradition, the new branch has its coat- 
of-arms hanging outside the entrance. 


Burroughs Clearing House 











ae 


oe. Oe eT 


kh ©} 


om 











The bank’s other branch is in the 
financial district. 
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Corporate Directorships 


The widespread extent to which 
Canada’s bank directors also hold cor- 
porate directorships was shown in a 
recent article in the Canadian Journal 
of Economics and Political Science. 

In the article, Professor C. A. Ash- 
ley, of the University of Toronto, re- 
ported that 30 directors of the Bank 
of Montreal hold 220 or more director- 
ships in leading Canadian corpora- 
tions; 25 directors of the Royal Bank 
of Canada hold 240 such director- 
ships; 22 directors of the Canadian 
Bank of Commerce hold more than 225 
directorships; and 20 directors of the 
Bank of Nova Scotia hold 220 direc- 
torships in other companies. 

The article reported further that 
in the other five Canadian banks a 
similar situation exists. 


+ * aa 


Management Changes 


Arthur C. P. 
Jones has been ap- 
pointed a_ special 
representative at 
the Calgary branch 
of the Bank of 
Montreal, where he 
will assist in the 
bank’s business de- 
velopment depart- 
ment in the Alberta A. C. P. JONES 
oil fields. 

Mr. Jones joined the Bank of Mont- 
real in 1927. 














+. 


Allyn Taylor, former joint general 
manager of the Huron & Erie Mort- 
gage Corporation and the Canada 
Trust Company, head-offices at Lon- 
don, Ontario, has been appointed di- 
rector and general manager of both 
companies. 

R. P. Baker, former joint general 
manager, has retired after 48 years of 
service. He has also relinquished the 
titles of treasurer of both companies, 
but will serve as a director of both 
concerns and a vice-president of the 
Canada Trust Company. 


A. TAYLOR R. P. BAKER 
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OIL FOR THE CANADIAN LAMPS 
OF HONG KONG 


Chinese lanterns are fine, in their proper place, but when 
it comes to good, sturdy metal lamps, Hong Kong comes to 
Canada. Metal lamps, exported to no less than seventy-four 
countries, in 1954, are just a very small part of the great list 
of Canadian exports that have made Canada the world’s 
fourth largest exporting nation. Canadian business and 
industry is big, and Imperial Bank of Canada maintains a 
steady finger on the pulse of this Canadian giant. So, if 
you are contemplating business in, or with, Canada, write 
on your business letterhead to the Superintendent of Foreign 
Business, Imperial Bank of Canada, Head Office, Toronto 1, 
Ontario. Your request for information will be dealt with 
promptly and in complete confidence. 


IMPERIAL 


BANK OF CANADA 


BRANCHES TO SERVE YOU COAST TO COAST IN CANADA, 
AND CORRESPONDENTS THROUGHOUT THE WORLD 














MY UANE 


Bank or MonTREAL 


New York--64 Wall Street San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 





675 BRANCHES ACROSS CANADA + RESOURCES -—— $2,700,000,000 
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14,389 new accounts 
with SHEAFFER offers 











Centra Sa mys Banh ! 
[ew = Towson, Mp.—Central Savings Bank of 
Baltimore, opening a new branch here, 


































\ be offered a Sheaffer Feathertouch Ballpoint 
| | V7 for each new account of $5.00 or more, 
and in one day opened 1214 new accounts 








averaging almost $100 each, a total of 
$118,000 in new deposits! 


















NEw York, N.Y.—Union Dime 
Savings Bank offered a Sheaffer 
Feathertouch Ballpoint for each new 
account of $5.00 or more, opened 
11,721 new accounts in two days! 














—S— s—OJUTIZENS Narionatl 
BANK 






Bae CHILLICOTHE, Mo.—Citizens 
As, National Bank offered a Sheaffer 
Pen Set for each new account of 
$10 or more, opened 854 new 
accounts with an average size of 
$230 each! 































PutaskI, Va.— Pulaski 
National Bank reports, ““We 

gave away 600 pens...so our 
new accounts far exceeded 
our expectations.”’ 
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Get Sheaffer’s New Listing 
of Business-Building 
Advertising Gifts 


Sheaffer writing instruments can do for your bank what 
they have done for many others—add spark and sparkle 
that assures a promotion’s success. 

These quality products are highly prized and keenly 
wanted. They build lasting goodwill at moderate cost. No 
other gift can offer as much. 

So, for your own new-account or savings club drive, 
branch opening or anniversary event, find out about 
Sheaffer incentive gifts. Mail the coupon today! 


Ballpoints « Pencils » Desk Sets « 
Snorkel Pens « Cartridge Pens 
Wide range of prices. 


SEND COUPON FOR COMPLETE DETAILS 


Mr. G. P. Karle, Dept. BC74 
W. A. SHEAFFER PEN CO., Fort Madison, Iowa 


Please rush your list of writing instruments, prices, and complete 
details on how to plan a ‘‘New-Depositor Drive”’ for my bank. 
This request does not obligate me, or my bank, in any way. 














Name Position 
Bank 

Address_ 

City Zone State 
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THE BOOKLET COUNTER 








Embezzlement Controls . . . Sav- 
ings and loan associations, banks and 
other financial firms will find many 
practical suggestions on internal con- 
trols in this 40-page booklet. Written 
by a leading authority in the field, it 
points out that job rotation, compul- 
sory vacations, and employee training 
programs are factors that will help 
control embezzlement losses. Suggested 
practices for cash, various accounts, 
investments, loans and safe deposit 
boxes are among the other precaution- 
ary measures outlined. Nearly 90 per 
cent of the embezzlements discovered 
in recent years could have been pre- 
vented had these controls been effected, 
the author maintains. The booklet also 
has a handy 10-page check list of safe- 
guard procedures, along with recom- 
mendations regarding honesty insur- 
ance requirements. 


Home Book ... This comprehen- 
sive, 82-page booklet provides impres- 
sive evidence of the great strides made 
in prefabricated home design. In full 
color, it gives a great variety of house 
layouts available with materials in 
use today, as well as supplying many 
pictorial suggestions regarding land- 
scaping, interior decorating, and the 
like. Published by a large prefabricated 
home manufacturer, it describes the 
material specifications for the various 
two- and three-bedroom homes offered, 
along with prices for conventional de- 
signs shown. The brochure also covers 
the cost of variations from standard 
design, such as the addition of a porch, 
breezeway, etc. Financing arrange- 
ments are also treated in the booklet. 


Who’s Selling Who . . . Shorter 
work weeks are giving people more 
leisure time to enjoy hobbies, recre- 
ations, or just loaf. This 28-page pam- 
phlet shows how to put employees in 
the right frame of mind to devote 
some of their free hours and excess 
energy to bringing in new customers 
through incentive programs. The book- 
let provides ideas on how to set up a 
practical campaign and pinpoints the 
types of awards and point systems 
most suited for a particular promo- 
tion. 


Audit Reports . . . Loan officers 
will find this 36-page booklet most 
helpful. It contains answers to many 
of their questions regarding the use 
of audit reports issued by certified 
public accountants. The study details 
the auditing standards observed, and 
describes some of the auditing pro- 
cedures that may be employed by ac- 
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40 Questions 
and Answers 

about 

AUDIT REPORTS 


answers to questions 
bankers are likely to ask 
about CPA audits and audit programs 


AMERICAN INSTITUTE OF ACCOUNTANTS 
270 Madison Avenue New York 16 








Clarifies auditing principles 


countants in forming an opinion on 
the presentation of financial position 


and results of operations in a com- 


pany’s financial statements. It also 
pinpoints the responsibilities of mem- 
bers of the accounting profession when 
they express an independent opinion 
on financial statements. 


Investment Management Services 
... The organization and purpose of 
an investment advisory firm are treat- 
ed in this interesting 46-page bro- 
chure. It outlines services provided to 
clients, highlighting the individual 
treatment of each account at broker- 
age firms selected by the counseling 
firm. The workings of various depart- 
ments, such as finance and research, 
to offer the latest data on _ stocks, 
bonds, and the like, are shown. There 
is a table of typical semi-annual and 
annual fee charges, and rules regard- 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











ing these fees are outlined, as are 
investment policies, margin regula- 
tions, and the compilation of records 
and reports. 


United States Government Secu- 
rities ... Investment officers will find 
this 20-page compendium by a large 
Pittsburgh bank quite useful. It gives 
descriptive data on various U.S. bonds 
and securities, as well as listing issues 
by market and maturity values at six- 
month intervals. Savings bonds and 
certificates of indebtedness are among 
other securities handled in the report. 
The booklet contains a check list of 
bonds called in for payment since 1947. 
A table of quotation equivalents is 
also included. 


Property Appraisal ... This fac- 
tual 12-page pamphlet discusses vari- 
ous concepts of value that are applied 
to property, and emphasizes evaluation 
principles that can be used by the 
lender. Recognizing the need of pro- 
fessional appraisal, the booklet cites 
the advantages of such evaluation in 
determining amounts of insurance 
needed, as well as the import of ap- 
praisal to the buyer or seller of prop- 
erty. It also covers depreciation and 
obsolescence standards, tells how to 
buy or sell more profitably, and gives 
hints on reducing tax burdens on real 
estate. Of prime importance to bank- 
ers is the booklet’s analysis of co-in- 
surance, which permits the property 
owner to insure his property for a per- 
centage of appraised value and still 
recover the full amount of a loss. 


The ABC of Home Wiring... 
Home modernization loans have be- 
come a vital factor in the loan busi- 
ness of many institutions, adding im- 
port to this 16-page offering. It deals 
with the basic problem of inadequate 
wiring in most older homes, and de- 
tails corrective steps that can be taken 
to save on electrical consumption, and 
at the same time assure an adequate 
amount of outlets and power for the 
growing number of home appliances. 
The various types of housing circuits 
and their capacity and uses are given. 


Real Estate Forecast . . . This 30- 
page report covers possible trends in 
prices of new and older homes, gives 
details on how the number of mar- 
riages and ages of married couples 
figure into housing needs, outlines how 
real estate prices are tied in with busi- 
ness cycles, and the like. Included are 
several charts which help clarify the 
forecast. 
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Some users ot 


Traveletter 


American Cyanamid Co. 
American Home Products 


Bauer & Black 


Div. of The Kendall Co. 











TRAWE LETTE Fr 
the key to 


efficiency & economy 
in handling 
travel expense 


reimbursement 


LeTourneau-Westinghouse Co. 
The Lionel Corp. 

Morton Salt Co. 

Pennsylvania Salt Mfg. Co. 
Sealed Power Corp. 


Binney & Smith, Inc. Shulton, Inc. 
Commercial Solvents Corp. Alexander Smith, Inc. 
Crown Zellerbach Corp. True T, Co 
Diamond Crystal Salt Co. oe 
Electric Auto-Lite Co. United Aircraft Corp. 

A. C. Gilbert Co. Western Electric Co., Inc. 
Johnson & Johnson Wm. Wrigley, Jr., Co. 


will convert to the 





WHAT’S THAT TO A BANKER? 


Inevitably, some of your banking customers 
Traveletter System, or else they may ask your 
advice about doing so. 


In either event you will be concerned, since the system operates, in part, 
through bank and clearing house channels. 


special brochure to do so. Your request for a copy will be appreciated. 


Write Traveletter Corporation, Greenwich 5, Conn. 


St*nce 1894 


TRAWVE LETT E Fr 


GREENWitiCH, CONNECTICUT 


| 
| 
| 
| 
| 
| 
| 
| 
: 
We'd like to tell you about it and have prepared a : 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Out-of-State Bank 
As Fiduciary 


The Surrogate Court of Kings 
County, New York, upheld their bank- 
ing law which prevents competition 
with New York trust companies by 
trust companies of states other than 
those according reciprocal privileges 
to New York trust companies. 

In this case, a West Virginia bank 
applied in New York for trust powers 
in order to administer real estate in 
New York belonging to the estate of a 
West Virginia decedent. The bank had 
qualified as executor and trustee in 
West Virginia. 

Evidently no New York bank had 
ever qualified in West Virginia. There 
was submitted an affidavit of an attor- 
ney in West Virginia, expressing his 
opinion that reciprocity existed be- 
tween the states and a New York bank 
or trust company could qualify as 
trustee in West Virginia. He based his 
opinion on the fact that the West 
Virginia statute did not expressly pro- 
hibit the non-resident bank or trust 
company from acting as a testament- 
ary trustee. 

The Court found an_ insufficient 
demonstration that reciprocity existed. 

Smith’s Estate, Application of Kan- 
awha Banking and Trust Company, 
Surrogate’s Court, Kings County, 
New York, 153 N.Y.S. 2d 110 (1956). 


. ° ° 


Extension of Past- 
Due Instaliment 


When the Congress of the United 
States made available large sums of 
money to extend past-due installment 
payments from farm land mortgages 
held by Federal Land Banks, it also 
made extension subject to the dis- 
cretion of the directors of these banks, 
according to a recent holding by the 
Supreme Court of Alabama. 

In the instant case, Mr. McDuffie at- 
tempted to set aside a mortgage fore- 
closure deed after defaulting in his 
payments. The bank had purchased the 
land at its own sale and then sold 
various parcels to different people. 

By refusing to grant him an exten- 
sion of the past-due installments, Mr. 
McDuffie claimed that the bank had 
made any subsequent mortgage fore- 
closure null and void. The Court, how- 
ever, upheld the bank. 
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The pertinent provision of the Act 
of Congress reads as follows: “Tenth. 
Extension of obligations unpaid under 
terms of mortgages.—When in the 
judgment of the directors conditions 
justify it, to extend, in whole or in 
part, any obligation that may be or 
become unpaid under the terms of any 
mortgage, and to accept payment of 
any such obligation during a period 
of five years or less from the date of 
such extension in such amounts as 
may be agreed upon at the date of 
making such extension. The sum of 
$25 million of the amount authorized 
to be appropriated under section 698 
of this chapter shall be used exclu- 
sively for the purpose of supplying 
any bank with funds to use in its op- 
erations in place of any amounts of 
which such bank may be deprived by 
reason of extensions made as provided 
in this paragraph.” 

McDuffie v. Federal Land Bank of 
New Orleans, 91 So. 2d 512 (1956). 


~ a ~ 
Cashier’s False Entries 
Conviction of a cashier of a national 
bank for making false entries in the 


bank’s general ledger cash account 
was recently upheld by the Court of 


Appeals, Fourth Circuit. Evidence dis- 
closed that numerous’ uncollectable 
checks were permitted for 18 months 
to course their way in and out of the 
bank’s ledgers to hide the truth that 
the bank had parted with money and 
received no equivalent asset. 

The cashier himself testified that 
the only way the bank examiners could 
“catch the rabbit running between the 
accounts was to examine both ac- 
counts at the same time.” There was 
concealment of the fact that the bank 
had loaned more money to one cus- 
tomer than could legally be loaned, 
and that $4,000 of that customer’s 
checks had snowballed to an overdraft 
of over $380,000. 

The Court made several points of 
interest. It charged the jury on the 
worthlessness of the checks, pointing 
out that the checks did not result in 
a total loss, and that the bank re- 
covered about 20% of the overdrafts 
where the checks were worthless as to 
the largest part of their face amount. 
Furthermore, it noted that even though 
the jury could conclude the crime was 
committed by an assistant cashier and 
bookkeeper as well as the cashier, 
since the entries were directed by the 
cashier the jury could assume him 
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TIME 


RECORDERS 


e Keep ideal basic time records under the 


Wage-Hour Law 
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e Record entry into safe deposit boxes 






FOR FULL 
INFORMATION 
MAIL 


Name 


TLATHEM TIME RECORDER COMPANY 
| 84 THIRD ST., N. W., ATLANTA, GEORGIA 


Gentlemen: Please send me further information, catalog and prices. 
| understand there is no obligation on my part. 








COUPON | Address 








| City 


State 
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The Service Man— 
how fieldmen spark HOME service 


Your agent or broker of The Home Insurance Company 
has at his command an army of assistants—thousands of 
skilled insurance people using the most modern methods 
to serve you, the policyholder, 


The Home fieldman is the link between your agent and 
every resource of the Company. He is a man of many 
talents. By his safety recommendations, countless lives 
and millions of dollars of damage have been saved. He 
helps your agent help you in many ways. 


It pays to buy the best—Home Insurance—from the man 
best qualified to serve you—your agent or broker of 
The Home Insurance Company. 


See your HOMEtown agent now. 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e AUTOMOBILE e« MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 























the aider and abettor of the other in- 
dividuals and hence he was guilty as 
a principal. The conviction of the 
principal actor was not a prerequisite 
to the conviction of the aider and 
abettor, it said, since it needed only 
to be established that the act con- 
stituting the offense was in fact com- 
mitted by someone. 

Meredith v. United States, 238 F.2d 
535 (1956). 
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Investment Trust Service 


The United States District Court, 
Northern District of California, held 
that the directors, officers and prin- 
cipal stockholders of a service com- 
pany, which received fees as invest- 
ment advisor to an investment trust, 
were not subject to suit by the SEC 
because in this case there was no al- 
legation of wrong-doing with respect 
to the trust fund or the investors 
therein. The case rested upon the SEC 
provision of the Investment Company 
Act authorizing suit where officials of 
the investment advisor firm are guilty 
of gross misconduct or gross abuse of 
trust in respect of any registered in- 
vestment company for which they 
serve. 

The defendants were investment 
advisers from 1938 until 1955. Their 
fees in the last year amounted to al- 
most $5 million. However, in 1956 they 
sold their controlling stock interest in 
the service company to newcomers, 
whereupon the service company so- 
licited proxies from the investors in 
the trust fund for the purpose of re- 
affirming the existing agreement be- 
tween the service company and the 
trust fund, and to provide for a board 
of directors of the fund who should 
be the individuals who just sold their 
stock in the service company. They 
had realized a profit of $4,240,000 in 
excess of the net book value of the 
shares on the sale. The excess, SEC 
said, should be considered trust funds, 
for which the principal owners of the 
service company were accountable to 
investors of the trust fund. 

The SEC claimed that the defend- 
ants had been guilty of “gross mis- 
conduct or gross abuse of trust in re- 
spect of the registered investment 
company for which they act.” The 
complaint made no charge of any mis- 
conduct or abuse of trust with respect 
to the trust fund or its investors. 

The Court added that no dereliction 
or even misconduct of the officers or 
directors of the service company 
within the area of its own independent 
affairs fell within the reach of the 
pertinent section of the Investment 
Company Act. 

“In its essence, the contention of 
SEC appears to be that the assignment 
or sale at substantial profit, of a con- 


Burroughs Clearing House 








~~ ° Ww a FF 


ere OO en ™ = 


art 


\- 








They traded lead for gold... 


Back when payments were made with gold 
shipped by stagecoach, Jesse James and his 
like were the terror of the roads. Since the in- 
vention of safety paper by George La Monte, 
large payments are almost universally made by 


check .. . assuring maximum protection. Safety 









paper began a new era in secure money transfer. 
And through the years, La Monte quality and 
service have been the first choice of countless 


banks throughout America. 





Ask your lithographer to show you samples 
. or we will gladly send them direct. 


THE WAVY LINES ® ARE 


wee SAFETY PAPER FOR CHECKS ~~- 


OPO 


Courtesy of the Bettmann Archive 





GEORGE LA MONTE & SON, NUTLEY 10, NEW JERSEY 
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The modern MICRO-TWIN belongs 


The marvelous Micro-Twin combines recording and reading in one low-cost unit 
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Facsimile prints can be made easily— 
without a dark room. 


Exclusive indexing meter locates desired 
items quickly and easily. 


Choice of lenses—37 to 1 or 24 tol 
reduction ratios are offered. 














Burroughs now offers the low-cost 
answer to your every microfilming 
need. It’s the Micro-Twin Recorder- 
Reader ... the only truly up-to-date 
Microfilm Recorder and Reader 
that performs both operations in a 
single unit. 

The Recorder photographs (in greatly 
reduced and unalterable form) any 
document you want preserved. The 
Reader projects these developed 
images distinctly in their original 
size. You simply turn a knob to con- 
vert from recording to reading— 
and back again. 


That means the Micro-Twin can 
perform, with one unit, two invalu- 
able functions for your bank—the 
recording, filing and storing of 
thousands of essential papers in a 
very small space, and the reproduc- 
tion of any of these documents when 
you need them for information or 
verification. 

Best of all, the Micro-Twin costs 
surprisingly little, and the operat- 
ing expenses are lower than you 
would ever imagine. 


High-speed feeding is automatic with the op- 
tional Acro-Feeder. 


Automatic endorser is available as a time- 
saving accessory. 


Low-cost filming handles 77 checks for one 
cent, including processing. 


Burroughs Clearing House 
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in your bank—and it costs so 





Separate Readers and Recorders are also available 


Model 205 Recorder 


Here is the Micro-Twin without the Reader 
—ideal for banks which require separate 
Recorders. 


The 205 Recorder will record as fast as you 
can feed it, either by hand or automatically. 
It photographs records front and back 
simultaneously or one side only, whichever 
you prefer. 

And it’s compact and easy to move about 
—just 32” wide, 23” deep. 























Model 206 Reader 


If your bank needs extra Readers to handle 
microfilm reference, the Burroughs 206 
Reader is the ideal solution. 


Only 16 pounds, it weighs less than most 
portable typewriters, and takes up less 
than a square foot of surface space. 

It projects 8-, 16- or 35-mm. film without 
changing the lens or film guide. The image 
can be turned in any position on the 
Reader screen. 


i a | — 











For a free demonstration of how Burroughs microfilming can save money for your 
bank ... from its low initial cost, through years of protection and economy, call our 
nearest branch office, listed in your phone book. Burroughs Corporation, Detroit 32, Mich. 














SOLD AND SERVICED BY 


Bu rroughs Burroughs 





Belle Howell 


“Burroughs” and ‘“‘Micro-Twin” are trade-marks. EQUIPMENT 


MICROFILM 
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New, low-cost machine is All-Electric, 
copies business surveys, financial reports, 
confidential data, etc., in 4 fast seconds 


Now you can have the business facts you need right when you 
need them! Copies made in 4 fast seconds from written, typed, 
drawn or printed materials keep you on top of every situation, 
help you serve your clients better. This new THERMO-FAX 
“Secretary’’ Copying Machine is the on/y All-Electric, dry process 
copy maker. There are no chemicals. 
No special installations. You make 
direct one-step copies of your origi- 
nals for as little as 5¢ per copy. And 
you now get all these exclusive ad- 
vantages for just $299*. For full de- 
tails on faster, really modern office 


copying, send the coupon below. 
*Suggested retail price. 


COPYING PRODUCTS 


dThermo- -Fax 





eee. The terms THERMO-FAX and SECRETARY are trademarks of Minnesota Mining & Mfg. Co., St. Paul 
6, Minn. General Export: 99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ont. 
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r 1 
| Minnesota Mining & Manufacturing Company | 
| Dept. KR-47, St. Paul 6, Minnesota | 
| Send full details on the cost-cutting, time-saving new THERMO-FAX | 
| “Secretary” Copying Machine. | 
; Name 
| Bank | 
Address 
. ie. Zone State | 
i _—_——_— eae esa eee eae ea ase ca esac ese ease eee es eae ee eee eee ji 


88 





trolling stock interest in a Service 
Company, since it works an automatic 
termination of the trust agreement, 
injured the trustors of the Trust Fund 
and constituted ‘gross misconduct’ or 
‘gross abuse of trust’ under Sec- 


| tion 36.” 


However, the Congress did not make 


| the assignment of agreements between 


Service Company and Trust Fund a 


| violation of the Act, thus subjecting 


the violator to any or all of the sanc- 
tions provided by the Act. The Con- 
gress provided a specific remedy, name- 
ly, that any such assignment worked 
an automatic termination, thus leaving 


| it to the investors of Trust Fund to de- 
' termine whether or not they wanted 





to continue on under a similar or dif- 
ferent agreement with the Service 
Company, differently controlled by 
different stock ownership therein, or 
contract with some other service com- 
pany. 

Securities & Exch. Com’n v. Insur- 
ance Securities, Inc., 146 F. Supp. 778 
(1956) 


* Sa a 
Depositor-Bank Relation 


The United States District Court 
for Massachusetts recently held that 
where a deposit slip used in placing a 
negotiable instrument with a _ bank 
bore a legend that the credit given the 
payee, the depositor, was subject to 
final payment, and that the bank was 
a collecting agent only, the bank would 
be regarded as the depositor’s agent. 
Therefore, it could not prevail against 
the Federal government which had a 
federal tax lien against the customer. 

In other words, the bank was not a 
holder in due course, even though it 
permitted the customer to draw 
against the instrument prior to the 
item’s collection. 

The Court said: “If the draft was 
received for collection, only, the Bank 
would be regarded as an agent of the 
payee, and not a holder. This is so 
even though it permitted the payee, 
as a customer, to draw against the 


| paper prior to collection. ... The gen- 


eral relation of [depositor] and the 
Bank was a matter of contract, the 
material portion of which was as fol- 
lows: 

‘Items received for deposit or col- 
lection are accepted on the follow- 
ing terms and conditions. This 
Bank acts only as depositor’s col- 
lecting agent and assumes no re- 
sponsibility beyond its exercise of 
due care. All items are credited 
subject to final payment and to 
receipt of proceeds of final payment 
in cash or solvent credits by this 
Bank at its own office.’ ” 

Agricultural. Ins. Co. of Watertown, 
N.Y. v. Andrade, 146 F. Supp. 893 
(1956). 
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@ Operates with great speed and 
absolute accuracy 


@ Simplicity of operation 

® Long life assured 

® No periodic servicing necessary 
® Liberal guarantee 
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The Farmers State Bank of Beaver Dam, Wisconsin, 
“The Friendly Bank that Service Built” 


uses THREE BRANDT COIN 
SORTERS AND COUNTERS 


and several other Brandt machines 


This bank has installed three Brandt Coin Sorters and 
Counters so customers, whose deposits include coins, 
can be given prompt service at tellers windows. 


Each teller is equipped with a Brandt Automatic Cashier 
in order that speedy, accurate coin payments may be 
made by the mere depression of a single key. 


A Brandt Coin Counter and Packager is used by the 
Farmers State Bank to speedily and accurately count 
and package coins. 


In addition to serving customers well with the aid of 
Brandt machines, this bank benefits directly because of 


the time saved with Brandts and the accuracy they 
assure. 


BRANDT AUTOMATIC CASHIER COMPANY 
WATERTOWN Established 1890 WISCONSIN 


REGISTERED UNITED STATES PATENT OFFICE AND CANADIAN TRADE MARKS OFFICE 
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paper. Narrow, strong 
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+613—$3 Dimes (Green) +675—$20 Dollars (Brown) 
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New Colorful Catalog 
Write today for free cata- 
log and price list. Save 3 


ways on all money wrap- 
ping supplies. 


MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 
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we believe, to handle the questions 
asked by customers. They also can see, 
in clearer perspective, the position 
that they hold in the bank and the ex- 
tent to which we must depend on them. 

For certain other employees, we 
offer other courses, such as one de- 
voted to telephone training. This 
course, which has now been given to 
several hundred employees, involves 
the use of the telephone and how to 
handle customers’ questions. It, too, 
lasts for two hours a day over a pe- 
riod of one week; and by the use of 
special equipment, we can move into 
any office, quickly plug in a set of ten 
demonstration telephones, and _ be 
ready to start. The use of the demon- 
stration phones means that each per- 
son taking the course can hear the 
others speaking over the phone, which 
adds an effect of realism. The tech- 
niques that we have developed were 
adopted only after careful study of the 
training program that the telephone 
company offers to its own business 
representatives. 

Other courses, too, have been es- 
tablished by the bank, some of them 
designed to help employees with spe- 
cific job skills, and some of them, like 
our introduction course for all new 
employees, are prepared along more 
general lines. But all of them are for 
these basic purposes: To help our 
mass-selling effort by making certain 
that each time a customer comes into 
our bank, he gets the best in service 
and that we are not dependent on our 
officers alone for developing goodwill 
or smoothing over difficulties. 

All of this is good, but like other 
mass-sellers, we also have a strong 
need for developing means of checking 
on the service that is offered, so that 
we can be sure that our training is 
taking effect. For this purpose, we 
have developed a shopping service, 
similar to that used oy department 
stores, which makes it possible for us 
to obtain detailed and comprehensive 
reports on the service offered by our 
own bank. Such reports, we believe, 
should reflect the experiences of per- 
sons actually needing the particular 
service and should not be limited to 
cursory questions about what we can 
do. So our shoppers actually go 
through the process of cashing checks, 
opening accounts, taking out loans. 
The development of this service cre- 
ated certain problems that are peculiar 
to the banking business, but which can 
be overcome with a little ingenuity, 
whether the bank involved is a large 
one or a small one. However, the use 
of such reports, should be limited to 
over-all studies and should never be 


used to pinpoint the performances of 
individual employees or individual of- 
fices. 

While we believe that we, as well 
as most banks, have much to do in the 
field of customer service, we think that 
we have at least made a start toward 
adopting the techniques of other suc- 
cessful merchandisers who are primar- 
ily interested in the mass market. 

The next question in mass merchan- 
dising is the market itself. What is it 
composed of in our particular area, 
what is it thinking, and what is it 
doing? While it is possible to spend 
large amounts of money employing 
experts to make surveys, it is also pos- 
sible to obtain considerable informa- 
tion from reports that are already 
published. The Department of Com- 
merce, local newspapers, and other 
sources have statistics and figures that 
should be valuable to any bank in de- 
termining, just as any other mass 
merchandiser has to determine, what 
its market is like. These reports, when 
properly studied and analyzed, can 
reveal a great deal of information, 
which can be easily supplemented or 
checked by a few on-the-spot studies 
at relatively little expense. 

As far as advertising is concerned, 
our bank, like many others, maintains 
continuing studies of all available 
media. In our files are records of the 
cost and circulation of every news- 
paper, radio station, and television sta- 
tion in our area, and when we purchase 
a new media, it is only done after care- 
ful study of all the available figures. 
Even new billboard locations are 
chosen only after a study of state and 
county traffic surveys to make sure 
that the locations are the best possible. 


ND each of our media must per- 
form. From time to time, as oppor- 
tunities present themselves, we devise 
ways and means of checking the effec- 
tiveness of a particular advertising 
series. Sometimes, we make an offer 
of a publication or some particular 
service and then test the results. In 
other cases, such as our billboards, we 
conduct brief and inexpensive surveys 
to determine the public recollection of 
certain billboards. All of these meth- 
ods, none of which is costly, are typical 
of today’s mass-merchandising tech- 
niques and help us to make certain 
that we are reaching the largest pos- 
sible audience with the smallest out- 
lay of funds. 

In the preparation of our advertis- 
ing, we also take into account the in- 
formation that we have gained 
through these studies. We know the 
people that we are trying to reach, and 
so we talk to them in terms that we 
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“The Lowest Priced Modern Changer” 
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Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
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believe they can understand. After it 
is prepared, a good deal of our copy 
is pretested on at least small groups 
of people, and we follow the publica- 
tion of every advertisement with in- 
terest in the hope that we can develop 
information on the effectiveness of 
particular approaches. 

These steps, which are typical of 
many that we are taking, are not un- 
usual in retailing, and they do not, by 
themselves, make us into accomplished 
mass-merchandisers. But we do be- 
lieve that they lead in the right direc- 
tion and show that most of the tech- 
niques of modern marketing can be 
adapted to the use of banks. In fact, 
the farther we progress in our work, 
the fewer are the instances in which 
we find that we cannot learn from 
other successful merchandisers, even 
though they may be selling products 
and services quite different from our 
own. The problem is to adopt these 
techniques to banking, and to develop 
among bankers a skill in using them. 


. 





Such efforts to adjust to the new 
market will certainly influence the de- 
velopment of our business. For it is 
possible, according to some economists, 
that the middle-income group will con- 
tinue to expand and will continue to 
grow richer, thus further increasing 
the number of customers that will have 
to be reached by every business that 
hopes to be truly successful. 

How well we, and other banks, re- 
spond to these new needs will have an 
important effect on the future of bank- 
ing. Of the groups offering financial 
service to the individual customer, 
banks have the facilities and the ex- 
perience to do the job well, combining 
good service with the type of construc- 
tive conservatism that is so often 
needed in financial matters. But banks 
will be unable to make their proper 
contribution, if, during the coming 
years, they have not found more ways 
of mass-merchandising their services 
and thus meeting the challenge offered 
by the new Age of the Consumer. 
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TITLE 1 LOAN DRIVE 


CONTINUED FROM PAGE 42 
in the schools, in local government, in 
municipal improvements. and in main- 
taining a fresh and wholesome at- 
mosphere in which his children may 
be raised. For both parents and chil- 
dren the home is the center of family 
living. It is a place for hobbies, amuse- 
ment, and friendship, as well as work. 
It is a place in which the harassed 
worker can find rest and relaxation 
after the strain and buffetings of his 


od 


BORROWER 


CONTINUED FROM PAGE 43 
trivial ones, and the longer we put off 
getting the full picture, the more the 
applicant resents giving it. One bor- 
rower who recently began asking for 
more money than his known assets 
would justify stated, “No questions 
were asked before, why quiz me now?” 

If the first few questions indicate 
that our prospect has good possibili- 
ties, we have found it convenient to re- 
mark, “Let’s throw this scratch pad 
aside and place this on proper form 
Then showing our credit form, we ex- 
plain, “This is just a credit statement. 
The signature to it attaches no more 
liability than a letter you would write 
us asking for a loan. It just answers 
all the questions the bank would like 
on any given case, and answers them 
in proper position.” 

No one can get all the facts without 
a form. There are just too many ques- 


daily employment. Around it cling the 
precious memories of childhood. To 
those who are older it affords comfort, 
protection and security, among other 
benefits. 

To have a part in the building and 
strengthening of such influences in 
American life we consider worthy of 
our best efforts. We feel bankers are 
fortunate that their efforts in this 
direction can be combined with their 
regular daily activities. 


e 4 


INTERVIEWS 


tions to remember them all. The writ- 
er has been filling out applications 
over 20 years and can certify that he 
has not yet succeeded in getting all 
the information without the form ques- 
tionnaire. Nor have I been able to fill 
out a reasonably good application sub- 
sequent to some rambling interview. 
Some lenders merely want to know 
the applicant’s income and pay plan. 
There are many more things, however, 
that our loan officers and loan commit- 
tee want to know about an applicant. 
These are nothing more than the 
things that they already know about 
their long established customers. 
These things are often outlined under 
eight or ten headings but are fully cov- 
ered under the three C’s of banking 
—character, capacity, and capital. Of 
these three, character is first. We pre- 
fer a man who wants to pay and can 
not, to one who can pay but will not. 


Burroughs Clearing House 














i 
il 


)- 








April, 1957 





Complete and effective use 
of work area facilities increase 
operational efficiency by 25% ! 


Watson trays are designed for 
interchangeable and multiple filing. 
Diversified filing to accommodate 
particular needs is made possible by 
special inserts and adjustable 
divider plates. 


Built-In Extension Shelves 


Engineered at sitting height, 
complementary work surfaces, when 
extended are used by Auditors — a proven 
aid, with other remodeling features 

in cutting costly audit time in half. 


Bank Building & Equipment Corp., St. Louis, 
architects and designers on installations shown. 


MANUFACTURING COMPANY, Inc. 


Typical Vault Interior Installations: St. Louis Union Trust, St. Louis, Missouri 


Btsow Vault interior 
eguifement for 


























Banks and Trusts | 


can increase filing | 
capacities of existing | 


vaults by 40-60% ! 


Watson equipment solves the demanding 
need for expansion. Drawers with full 43” 
extension clear the case front...make pos- 
sible triple tray capacity...an immediate 
increase of 33'%% in filing potential. 


The special, hi-tensile steel, heavy duty, 
progressive, all ball bearing type suspen- 
sion was engineered and tested for maxi- 
mum extension with 500 Ib. load! 








Literature available on request. 
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First National Bank, St. Louis, Missouri 


The additional things we want to 
know about an applicant are the per- 
manence of his income, the amount of 
his savings, his net worth, and his 
progress. We want to know how his 
net worth would stack up if tomorrow 
we would have a big drop in values. 
Assets deflate with the price break, but 
liabilities grow with time, and assets 
are often inflated purposely. A good 
friendly interview, we have found, 
will generally detect the purposeful 
inflation of assets. 


ANY honest applicants are just 
suspicious enough not to want to 
answer questions. It takes a diplomatic 
person to extract the information, and 
friendliness at this time pays good 
dividends. We have found that the 
best way to get them to talk more 
freely is to let them feel that the whole 
matter is confidential and that a good 
financial statement is something to be 
proud of. We find it advantageous to 
remark, “This is a good financial state- 
ment. I wish I could give one just as 
sound. I am sure that the loan com- 
mittee will be happy to consider this 
request.” 

While we have found it bad to shake 
the head or simply say “no” to a re- 
quest for funds, we have found it worse 
to do so without proper information. 
Surely it has paid us to delay and seek 


more information than to refuse a loan 
just to cut down on the number of 
pending applications. 

We now look back to the success of 
one of our predecessors who supposed- 
ly never rejected an application. The 
ones he did not make just remained in 
suspension while he was seeking a way 
to help the applicants get their busi- 
nesses and credit standings in proper 
shape. The applicants saw in the end 
that they did not have what a careful 
banker demanded. They never placed 
blame on this bank officer for condi- 
tions that only they could remedy. 

A smile or a laugh can save a lot of 
ill feeling. The least we can do is to 
visit and advise. In our own confer- 
ences we call this “lip service,” but we 
have found that “lip service” can truly 
be good medicine to those who need 
orientation more than they need 
money. This attitude and this service 
costs little but they bring big returns. 
Few have affirmed the popularity of 
the cold, consultation-room-banker who 
signals the end of an interview by 
standing. Our bank uses mostly the 
open-room desk interview. The appli- 
cant can see that others are waiting; 
that others are coming and going at 
other desks. If possible, it is better to 
let him terminate the interview. 

We generally feel that more inter- 
views are too short than too long. A 
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short brush-off is long remembered. 
By leading the applicant along, the 
interviewer gains answers to questions 
long before they are asked. Frankly, 
we get much needed information about 
various applicants and about existing 
loans just by letting the man ramble 
along. Often, the applicant thinks I 
am just “doodling” when actually I am 
taking some needed figures for an- 
other case. 

It is good for people to get things 
off their chest. If their propositions 
are absurd, that fact shows up as they 
unfold the case, and they subsequently 
veto their own proposition. They are 
often going through a thinking proc- 
ess, as they explain their hopes, and 
we just need to let them think. One 
such case has stood out with me. The 
applicant began talking as I pushed a 
chair under him. It was a grand 
scheme, and I smiled at it. “I know it 
sounds funny to you,” he remarked. 
After a few more sentences, he began 
laughing, “Now it sounds funny to 
me, and I am going to forget it.” All 
I ever did was to wave at him as he 
went out. Yet, in other cases, things 
which seem unimportant to us might 
be very important to the applicant. 
We feel that it is only fair to him to 
consider the case not in relation to its 
unimportance to our bank but in rela- 
tion to its importance to him. 

There are some short interviews, 
however, that fit the occasion. A none- 
too-progressive appearing farmer ap- 
proached me and without giving his 
name announced as he deliberately 
flopped into a chair, “I want to be re- 
jected for a loan.” Suspecting that he 
was trying to qualify for a Government 
loan which can be made only to those 
who can not get credit elsewhere, I 
replied, ““O.K., You are rejected,”’ and 
in the end I armed him with a letter 
to that effect. 


UR loan department feels that a 

talk with the applicant on better 
job opportunities, on better locations 
for business, or on the improvement of 
a farm production program seldom 
falls on deaf ears. It surely leaves a 
good taste in the mouth of the appli- 
cant who can not be granted an imme- 
diate cash loan and implants into his 
mind the desire for something better. 
“You and your family need a better 
income, and it will require a better in- 
come to repay a loan. I want to help 
you make some money, if I can, or to 
help you make more money—to help 
you supplement your present income.” 
These are the remarks that we like to 
make, rather than a definite turn- 
down. 

I feel that it is important as an 
interviewer of applicants to develop 
the desire to want the interview—t 
enjoy it. I hope never to dread it or 
to desire to terminate it immediately 
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Department BCH-196, REVO-FILE DIVISION, 


. . R SAFE CO., 320 Fifth Ave., New York 1, N.Y. 
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ter, reference is quicker because “‘cards come to clerk” instead 
clerk going to cards. Available in manual and automatic electric 
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The Independent Banker 












































“It was great meeting you, friend; and it was 
swell hearing your problems. Now get lost, Buddy.” 
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Humorous examples of “How not to conduct loan interviews” 


after it begins. I hope never to look 
at the reception corner and mutter, “I 
hope he does not bother me. I dread to 
see him coming.” It is all a matter of 
loving the work and having sufficient 
self-confidence that my resources are 
equal to the occasion of getting the 
right information and making a friend, 
regardless of the final answer. Our 
loan department feels that when we 
fear that we are going to make a mis- 
take or be hoodwinked by the appli- 
cant, we surely are likely to make a big 
mistake. Under such conditions we 
become nervous, especially when others 
are waiting. We need then to rest and 
reappraise our own thoughts. Mr. 
Lewis, our bank president, feels that 
it is time to slip out and get a little 
fresh air and a cup of coffee. 

We have learned to laugh off the 
funny beginning remarks which might 
indicate a low standard applicant, such 
as: “Are you putting out any money? 
Can I get a little accommodation with- 
out signing away my life? I do not 
suppose you would help a fellow, would 
you?” The best one I have heard, how- 
ever, came as follows, “I would like to 
borrow a little money to eat on.” 

Just as surely as you answer with a 


’ 


short “no,” as I once did, the individ- 
ual will pull out a roll of bills, worn 
and wrinkled, and state that instead he 
had been considering making a deposit. 
You see, people also tease, and love for 
the teased to show that they were 
taken by surprise. Bank deposits are 
swollen by such folk. 

There are, however, three types of 
applications with which we find we 
must be just as “foxy” as courteous. 
They are, first, the telephone appli- 
cants, sometimes unknown or camou- 
flaged, who often call when we are ab- 
sorbed with other things. We invite 
every one of them to come down and 
talk it over, and make no commitments 
over the phone. 

In the second case there are those 
who pretend they do not want a loan— 
just information. They always ask 
about terms, interest rates, prepay- 
ment privileges, and other academic 
loan questions, but end by saying, “I 
just wanted to know that you did make 
such loans.” They then leave, but later 
return after we have forgotten their 
names, and calling us by name, state. 
“T have bought the property that I was 
considering and I believe I will just 
take the loan you were telling me 


Burroughs Clearing House 


























* 
. 


GO COOLOOOOOOOOOOOO 008000060080 000008000 OKIE. 


« 
© eececccccscceeeeesa 


McPherson State Bank tried canceling checks by face 
stamping with an attachment on a microfilming ma- 
chine. Because all checks microfilmed were not always 
stamped and because the cancellations on many that 
were stamped were not legible, they now use a Cummins 
Check Canceler. 


The Cummins 300 will never destroy the record value 
of a check — no important information is ever obliter- 
ated. No skips are possible; no partial impressions can 
occur. Cancellations are always complete, always uni- 
formly legible. Depositors’ audits are simplified by 
readability of dates on canceled checks. And yet, per- 
foration is the fastest and least expensive method. 
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“Our depositors 

are entitled to maximum 

security.. 

thats why we perforate 
their checks” 
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reports William McPherson IV, Vice President 
McPherson State Bank, Howell, Michigan 





When checks are securely canceled by perforation as 
soon as each bookkeeper has balanced, all danger of 
theft and re-use is eliminated. But the Bank only holds 
the checks for a limited time. The Depositor is going to 
hold his canceled checks for months. During all that 
time, inadequately canceled checks are an open invita- 
tion to frauds within the depositor’s organization — 
frauds that are often never discovered. Adequately can- 
celed checks provide a basic customer service far beyond 
the security provided before the bank returns the checks 
to the customer. 


Cammins 


CUMMINS BUSINESS MACHINES 


Division of Cummins-Chicago Corporation 
4740 North Ravenswood Avenue — Chicago 40, Illinols 
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about.” It is awfully embarrassing. 
More than in any other case, we start 
at the very bottom, pulling out our 
credit forms and tediously getting 
every bit of information possible. Be- 
fore the applicant has gotten the full 
significance of the new situation, we 
notify him that our loan committee 
will consider and give an answer as 
soon as proper investigations are made. 
Then, in order to speed matters, he will 
generally relax and give us all the in- 
formation that he should have given in 
the first place. 

We have a plenty of the third kind, 
the applicant who has a blocking back 
running interference for him, some- 
what as follows: “Now Jones here is 
a good hard working man, honest as 
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Accobind Folders and Accopress 
Binders are available in sizes to fit all your 
filing needs — and they last for years. Ask 
your stationer to tell you more! 
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the day is long. He has just had hard 
luck and needs help. In fact he is 
going to lose his place if you do not 
help him.” In such instances we use 
every possible means to get a private, 
confidential interview with the appli- 
cant alone, even entertaining the “in- 
terference”’ while an associate does 
the interviewing. 

There is generally a solution to 
every man’s problem. If we feel that 
the solution is to lend him money to in- 
crease production, we can proceed to 
lend in proportion to several credit fac- 
tors. Our motto, however, is that we 
are doing the man a disfavor to lend 
him money on a hopeless proposition. 
We might just tell him that he is too 
good a man to continue his present up- 
hill struggle. If his salvation is in 
cutting expenses and saving more 
cash, we can appeal to his reasoning 
by suggesting that the business should 
require less upkeep and replacement 
and should pay more to his pocketbook. 
It is just a way of saying, “Turn some 
of your gross profits into net profits.” 

The remark, “Two heads are better 
than one,” is better philosophy than 
we have given it credit for being. Our 
borrowers and prospective borrowers 
often come just for that purpose. They 
tell us so every day, and many do take 
our advice. Very striking to me has 
been the behavior of one of our dairy 
farmers. His tilling and husbandry 
methods were the very best, but he 
was paying out half of his gross in- 
come for feed. He wanted to borrow 
more money to buy more land which 
could not be had in reasonable quality 
or at reasonable price. Since one dol- 
lar spent for fertilizer brings back 
about five dollars in milk sales, a fer- 
tilizer program was recommended. It 
looks as if he will soon reach the goal 





of no feed purchases, and he has be- 
come a constant visitor to the bank 
concerning his financial and farm 
problems. 

It is easy to make friends with those 
whose applications are approved. We 
must be careful, however, if we are to 
please the reject and make him feel 
that we are looking forward to a re- 
application when he has worked up to 
a higher rung on the ladder. We try 
never to let them leave with a cold 
stare unless we really hope they will 
never return, and they are few. I have 
put this problem to a teller who is well 
known locally. He stands where he 
can see a lot that takes place, and a 
great number talk to him afterwards. 
In addition to the points already dis- 
cussed, he added the word “salutation.” 
“Never let them come without being 
properly greeted; never let them leave 
without some proper final remark,” 
are his favorites. “(Come back and see 
me,” is the one I like best. 

The one very greatest satisfaction 
I have experienced in lending was the 
return to me, after a total absence of 
13 years, of an applicant I had reject- 
ed. When I originally interviewed him 
on his farm-to-be-bought, I pointed 
out the things that had to be done to 
make it a lending proposition. I re- 
membered him well, and the quotations 
which he later attributed to me were 
surely my own. He had made a suc- 
cess and felt that our on-the-farm in- 
terview was the beginning of a long 
program of action which had resulted 
in his paying for his farm. We can 
always believe correctly that if a few 
come back and let us know that our 
interviews did not fall on deaf ears, 
hundreds of others were also helped 
along, and their being helped along 
helped build our bank. 


WORK SIMPLIFICATION 


CONTINUED FROM PAGE 46 


be better handled in all respects if the 
applications were handled not by type 
of loan but rather by originating 
source, that is by builder or broker. 
This would involve retraining every- 
body in the department to handle not 
one but all types of mortgages, and 
revising the work assignments. 


Needless to state, countless argu- 
ments were marshalled against any 
such revolutionary procedure. But 
these were overcome one by one, and 
the new idea was approved. A task 
force went into the department over 
a holiday weekend and re-sorted every 
mortgage application into a separate 
file according to the name of the origi- 


| nating builder or broker. Department 
| personnel was put through a training 


course to familiarize each individual 
with what he had to do under the new 
routine. New units were set up, each 
one complete in its working staff, to 
handle the entire set of operations 
pertaining to that particular depart- 
ment’s job. 

As part of the change, “job num- 
bers” were assigned to all cases, in- 
stead of long and complicated metes 
and bounds descriptions. By this 
change alone, filing and control were 
immeasurably improved, service speed- 
ed up, and costs reduced. 

On Monday morning the depart- 
ment re-opened with its new system in 
full operation. The supervisors who 
previously had headed up the three 
major sections were temporarily re- 
lieved of routine duties so that they 
could help anyone who got into difficul- 
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ties or needed advice. Everything went 
off smoothly, operations speeded up, 
complications vanished from previ- 
ously tangled situations. Our costs in 
the department are down substantially. 
Time in process has been sharply cut. 
Service is much better. Each mortgage 
consultant now has a_ well-rounded 
knowledge of the entire field, instead 
of being restricted to one phase of 
operations. There is maximum flexi- 
bility, and the jobs have much more 
variety and interest. Everybody is bet- 
ter off than before. 

Instances of this sort could be listed 
to almost indefinite length. There is 
the operation which at one time util- 


ized 17 different forms, subsequently 
reduced to 3. There was one report 
that went to a large number of people, 
now narrowed to only four copies 
which circulate to perhaps nine points 
in the bank. Half a dozen examples 
exist of forms that used to be typed 
out by our employees from informa- 
tion supplied by the customer, but 
which now we obtain by letting the 
customer print the answers so that the 
forms can go directly into our working 
record files. We have revised operat- 
ing procedures involving machines, or- 
ganization, personnel, almost every- 
thing else. 

Our first class in work simplifica- 
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| removing them from the 
| analysts. Thus we still have 78 people 


tion completed its sessions in Decem- 
ber 1950. During 1951 the man-hour 
savings attributable to methods im- 
provements instituted by the 15 gradu- 
ates totaled 46,000, or the equivalent 
of 23 full-time employees. In the years 
since then, the comparable figures for 
additional savings achieved have 
ranged from 3,500 to 30,000 man- 
hours. Total man-hours saved during 
1956, counting in the savings newly 
attained each year and adding these 
together, were 106,000, or the equiv- 
alent of 53 employees released for 
other duties. In the present tight mar- 
ket for operating personnel, the value 
of this reduction in employees needed 
must be considered along with the dol- 
lars and cents whittled from expense. 

The second class in work simplifica- 
tion graduated 15 people eighteen 
months after the first class. The next 
class came a year later, followed by 
two more classes at six-month inter- 
vals. By that time we were pretty well 
staffed with work simplification anal- 


| ysts, and the sixth group—the last to 


date—emerged with their certificates 
in May of 1956. 

Thus far 92 people have passed 
through the work simplification course. 
Of these, seven have left the bank by 
resignation or death. Promotions to 
official positions have come for seven, 
ranks of 


still active in this work. 
It must be obvious to any practical 


| operating man that such a program as 


that initiated by our work simplifica- 


| tion training requires follow-up if it 


is to continue producing results. With- 
out follow-up, such a program would 
almost inevitably taper off to the point 
where it simply disappears as an ac- 
tive force. 


E attempt to guard against this 
in several ways. In the first place, 
by graduating successive classes at 
well-spaced intervals we have made 


| sure there will be newly indoctrinated 


and accordingly enthusiastic simplifi- 
cation analysts coming into the oper- 
ating departments. If the earlier grad- 


/ uate in a section is inclined to dry out, 





the advent of a new graduate is likely 
to renew his interest and vigor in the 
work. If this fails, then the fresh re- 
cruit can take over in his place. 

In all but the smallest operating de- 
partments, one graduate is designated 
as work simplification coordinator. 
This is not an empty title. He (or she) 
has the specific duty of working with 
his department head in keeping after 
the task of work simplification. Con- 
versely, the department head has the 
duty of keeping the coordinator on the 
job. Likewise, the coordinator is sup- 
posed not only to be a self-starter in 
respect to devising methods better- 
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File + H-48-8460. Company power plant knocked out by fire. Business Inter- 
ruption Insurance paid $253,000 during ensuing 3-month shutdown. 
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...yet all made 





their regular profits 





(Actual cases from Hartford files) 


Not only profits, but the very life of a 
business may be at stake when unex- 
pected disaster hits. 


For earnings often stop completely. 


Or fall off drastically. 


Still, expenses have to be paid. 
Whether you’re doing business, or 
whether you’re not, there’s rent... and 
the interest on indebtedness. .. federal, 
state and local taxes... salaries of 
employees. The squeeze is on from 
every direction. 


Here’s where Business Interruption 
Insurance in adequate amount eases 
the pressure. It steps in and helps to 
pay your continuing expenses when 
fire, windstorm, explosion, riot or 
other insured hazard temporarily 
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File #1C-51-1087. Windstorm toppled chimney. Fire followed. Company 6 months 





File #DOA-9-1566S. Fire of unknown origin. Firm shut down 9 weeks. Continuing 
expenses and anticipated normal profit paid by Business Interruption Insurance. 
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getting back to normal. Business Interruption Insurance paid $446,183. 


shuts down your office or factory. 

And that’s not all. Business Inter- 
ruption Insurance can also pay you the 
profit your business would have earned 
except for the disaster. 


No business, small or large, can 
afford to be without Business Inter- 
ruption Insurance. And it costs sur- 
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protection than property insurance! 


Call your Hartford Fire Insurance 
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ments, but also to work with the rank- 
and-file people of the department in 
any way possible to attain his ultimate 
objectives. 

The program is closely geared with 
our suggestion system. Our entire staff 
is repeatedly reminded that sugges- 
tion rewards depend upon the results 


directly traceable to the suggestion in 
question, and that anyone can get help 
in perfecting his idea by taking it up 
with his department coordinator and 
department head. Thus a clerk who 
gets a flash of inspiration is enabled 
to gain the benefits of his depart- 
mental work simplification specialist’s 
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Capital and Reserves Exceed S/67,000,000 


Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 





WILLIAM EXLINE, INC. 
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training and experience in whipping 
his idea into usable shape. A good 
many suggestions that start out in 
form worth perhaps a $10 reward end 
up earning from $50 to $200 after get- 
ting this extra treatment. Once this 
happens in a department, we can be 
reasonably sure that work simplifica- 
tion will not be viewed with any lin- 
gering suspicion. 

Assigned to special responsibility 
for the continuing success of the pro- 
gram is Anthony J. Kross, operating 
department staff assistant, with the 
title of coordinator. Approximately 25 
per cent of his time is devoted to this 
task. Among his duties is that of writ- 
ing and circulating the monthly Work 
Simplification Bulletin. This is a dupli- 
cated sheet that reports on projects 
completed or far enough along to be 
producing measurable results. It goes 
to officers, department heads, and work 
simplification analysts. On its face it 
is an idea exchange that may help 
others to develop similar ideas. Quite 
as important, however, its needling 
effect stirs up the people who have 


| been tending to doze on their simplifi- 
| cation job. 


Every odd month, Mr. Kross calls 


| upon every department head to report 


on what projects he has completed, 
what he has in process, and what is 


| still merely a gleam in his eye. This 





check-up is accomplished by personal 
calls at the other fellows’ desks. It is 
not relegated to memo-writing or tele- 
phoning. Each call develops into some- 
thing of a two-way visit, during which 
the department head not only explains 
his own activities but gets the latest 
news on what other departments are 
doing. By the time the coordinator has 
completed this round of the depart- 
ments, a good many batteries are re- 
charged which previously were run- 
ning low. 


UST as a clincher, President John- 

son holds a monthly luncheon con- 
cerned with work simplification. In a 
private dining room in the bank he 
entertains a group of the analysts for 
discussion of their projects, results, 
and prospects. The party is small 
enough to permit a brisk two-way 
conversation throughout the luncheon. 
In the course of the year, he gets all 
the way around the bank, and then 
starts over again. In this way he keeps 
himself informed and convinced as to 
the value of this program. The anal- 
ysts are eager not to come to luncheon 
with empty hands as regards projects 
and results. Thus this provides a con- 
tinuing spur to everyone to work at 
his simplification assignment. 

At this writing, six years after the 
first group completed its training, 
more than 900 projects have been com- 
pleted. They range in magnitude al! 
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the way from simplifying a major de- 
partment’s organization and _ proce- 
dures to reducing the upkeep cost of 
cleaning the exterior of sidewalk teller 
windows. But all of them have been 
constructive; each one has made a 
measurable contribution to the bank 
by improving its service and/or reduc- 
ing expense. 

It should be emphasized that this 
is a program for the small as well as 
the large bank. Instead of many anal- 
ysts in various departments, there can 
be one or two, with bank-wide duties. 
Operating executives of smaller banks 
have complained that they cannot find 
the necessary training for their poten- 
tial analysts. A little searching usually 
discloses an acceptable course at a 
near-by university or business school. 

Most significant in the whole pic- 
ture, though not measurable, is the 
change in attitude-of the bank’s work- 
ing force. Gone is-the former resist- 
ance to change and to those who would 
bring change. Now a _ preponderant 
majority of the personnel is alert for 
better ways to do things, and con- 
vinced that there is a better way if 
someone is smart enough to find it. 

The consequences in increased busi- 
ness and improved operations are 
bound to be felt for as many years as 
the methods simplification program re- 
mains alive. And it will remain alive 
and vital as long as we of management 
remain awake to its value. 


THE DEPOSIT HUNT 


CONTINUED FROM PAGE 47 


the Plains of Abraham, and will prob- 
ably get in jail. I’m almost minded to 
take along a witch-hazel divining rod. 
As you know, Mr. Yocum, my hands 
have that ghostly gift given only to a 
few; people sometimes engage me to 
find underground springs of water. 
Where is the $50,000 now?” 

“In New York.” 

“Naturally. I'll see if we can move 
it. In about ten days I’ll make a report. 
In the meantime you might explain to 
Mr. Frazer MacTweed that you told 
his ancestor’s story to a brother bank- 
er who was so impressed he resolved 
to go to Quebec to excavate for his own 
ancestor who fell in the Battle of the 
Plains.” 

“For the love of Mike! Did you 
have one?” gasped Mr. Yocum, leaning 
forward in wonder. 

“T don’t know that I didn’t; some- 
times when I have a low day I feel as 
though I fell there in battle, myself.” 

That afternoon on a side street of 
the village Mr. Clutchbill walked with 
Nelt Udall into the shed at the back of 
Nelt’s watch-repair and antique shop 
After a good deal of rummaging in the 


Burroughs Clearing Housc 








si- 


as 
re- 
ve 
nt 


»b- 

to 
od. 
1ds 
da 

to 
er. 


ve 
rt. 

to 
old 
nk- 
ved 
wn 


the 


yOu 
ing 


me- 
| as 
— 
rith 
c of 
op 
the 


usc 





twilight both men came out covered 
with cobwebs. In Mr. Clutchbill’s 
hands was a delicate but wicked-look- 
ing tool. 

“Make,” ordered the old director, 
“the necessary cutting in the tool 
which I indicated back in the shed. 
Wrap it up so a little sticks out; a 
sight of a part of it may allay the curi- 
osity of the Customs when I cross the 
international frontier...a divining 
rod will be new to them.” 

“T’ll manage it with my cleverest 
hand,” promised Nelt. 


WO days later Mr. Clutchbill, wear- 
ing his Sunday black Prince Al- 
bert coat, a dignified black stetson, and 
carrying his night things in a little yel- 
low valise, boarded a train for Quebec 
City. In the hat rack over his seat in 
the railway car he gently laid his neat- 
ly wrapped tool embellished with an 
innocent metal digging point peeping 
out of the paper wrapper. 

By noon the next day he was in the 
ancient city mounted on its great cliff. 
For four dollars he hired a sightseeing 
limousine, and was now coasting con- 
tentedly along the Grand-Allee toward 
the famous Plains of Abraham. When 
at length the rig reached the Terrasse 
Grey at the western end of the Battle- 
fields Park, the old director dismissed 





his vehicle, explaining he wished to | 


roam over the celebrated field alone. 

“Bien, but not go there,” 
the driver in broken English pointing 
to a distant and elaborate white coun- 
try place on vast lawns. “It ees chez 
lui Lieutenant Governor of Quebec... 
les gendarmes will aret you.” 

No sooner was the limousine out of 
sight than Mr. Clutchbill whipped out 
a guide book he had purchased at the 
Palace Station in Quebec. It had at the 
back a map of the region, and this the 
old director began to study with the 
eye of an eagle. 

With a gasp of joy he realized he 
was standing at a lucky spot. From his 
position he was able to follow by the 
map outstanding features. Down over 
the cliff a little way westward there 
was a break in the palisade fronting 
the green St. Lawrence. The map said 
that at this place was Wolfe’s Cove 
where the first volunteers followed by 
the whole English army made the as- 
cent on that famous September night 
in 1759. Moreover, the map said 
Wolfe’s little path still existed in spots 
on the west bank of the brook, Ruis- 
seau St. Denis. Mr. Clutchbill could see 
that the old path came out on the 
heights right on the green lawns of the 
Lieutenant Governor’s place. It was 
the one spot he wanted to be, and the 
one place he had been warned to keep 
away from. However, from where he 
stood a roadway led invitingly down to 
Wolfe’s Cove. 

The old director had now affected a 
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limp, the better to carry his long tool 
as a sort of cane to belie inquisitive- 
ness in any stray individuals who 
might be watching him. 

Moving downward with many stops 
in the attitude of an interested tourist, 
he descended the roadway to Wolfe’s 
Cove at the end of a vale down which 
came a brookbed. After studying his 
map he searched his way across the 
brook and shortly discovered he was 
standing at the entrance of a little 
path slanting up the west bank of the 
brook to the plains above. 

As he mounted cautiously upward 
the old director tried to picture the 
night when the twenty-four volunteers 
scrambled with slung muskets up 
through the rain and the darkness. 
Over the many years landslides had 
obliterated parts of the famous path, 
but he found his way round them and 
at last stopped almost at the top be- 
side an old pine tree with a broken top. 
He noted it carefully for a landmark, 
then began to dig in the bank beside 
the tree. 

Some fifteen minutes later his ex- 
cavating was arrested by an angry 
voice from far above him. Looking up 
he discovered a man in a red tunic and 
stetson hat glaring motionlessly down 
on him. 

“Qu’est-ce qui se passe ici?” came 


| the challenge. 





“Eh-h?” hollered the old director 
fearfully in English. 

Switching to Mr. Clutchbill’s mother 
tongue, the gendarme instantly sang 
out: “No... no-o! you can not touch 
—all is private!” 

“But I ama registered antiquarian,” 


| howled back the old director. 


“‘No-o-ah! I shall come down!” 

“Stay there... I'll go!” hastily 
agreed Mr. Clutchbill as he hurriedly 
dropped his guilty tool into his excava- 
tion and began secretly covering it up 
with earth. Suddenly he picked up a 
small object and pocketed it before 
stamping firm the earth and scatter- 
ing fallen leaves over the spot. 


HAT evening he caught the Cana- 

dian Pacific’s silver-sided express 

for Montreal, and the next morning 

dropped off at the little smoke-black- 

ened brick station at Ferndale Village. 

A day later he called up President 
Yocum. 

“I’m all set, Yocum,” 
through the telephone. 

“So quick? Splendid! What next?” 
came back promptly. 

“It is imperative that I have an 
audience with Mr. Frazer MacTweed. 
I believe I have located something that 
might interest him. In fact, I brought 
back a slight souvenir from the Plains 
of Abraham.” 

“What? ... Clutchbill, I'll come and 
get you.” 


he piped 
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It was eleven o’clock when Mr. Yo- 
cum’s luxurious three-toned car pulled 
into the driveway of an elaborate sum- 
mer place overlooking Locust Village. 

Mr. Frazer MacTweed answered the 
door-bell and looked out from an apple- 
red face, white waterfall mustache and 
sport coat of Donegal. 

“Mr. MacTweed,” gushed President 
Yocum eagerly, “I have brought you an 
interesting caller, an old acquaintance 
of mine who is the foremost antiquar- 
ian of the state. He is just back from 
the visit to the Plains of Abraham 
about which I told you a few days 
ago.” 

“Tcha! of course! Plains-s of .. .of 
Abraham! Come in... come in!” 

“T learned you are interested in the 
old battleground,” began Director 
Clutchbill inspiringly as the three sat 
down in a lavishly equipped library. 

“Definitely,” boomed Mr. MacTweed. 
“Doesn’t an ancestor of mine lie buried 
there in an unmarked grave?” 

“Tt may be marked now,” put in Mr. 
Clutchbill in a quiet, authoritative 
tone. 

“Eh-h . 
ging?” 


. . what ?—you’ve been dig- 


ME CLUTCHBILL’S hand went 
1 into a pocket and returned with a 
fragment of an ancient bone which he 
held out. 

As it lay in his hand Mr. Mac- 
Tweed’s face turned from its natural 
apple-red to a startled grape-purple. 

“Where?” he gasped, “did you 
fin . ag 

“You are familiar with the battle- 
field, sir?’ asked Mr. Clutchbill in 
even, studious tones. 

“Am I? Hm’f, how I’ve hunted 
there!” 

“This bone came from Wolfe’s little 
path up which went the first twenty- 
four volunteers. I wondered if it might 
be a chicken bone, or... or something 
else.” 

“Chicken bone! Heh, this is definite- 
ly a human bone... probably a finger 
bone. Near it may have been a finger 
ring or some evidence of its owner.” 

“Maybe. Unfortunately I had to 
leave suddenly.” 

“Why ?” 

“One of those inquisitive gendarmes 
leaned his red tunic and stetson over 
the bank and ordered me off.” 

“But you marked the spot?” 

“T am sure I can find it again.” 

“We shall go immediately. You can 
go?” urged Mr. MacTweed leaning 
forward in suspense. 

“Well, I have, of course, just re- 
turned from there, but we bankers aim 
to be helpful.” 

“Done!” boomed Frazer MacTweed. 
“My chauffeur shall take us there, and 
take us rapidly. Now something is lo- 
cated we can dig in the dark, unseen.” 

When the sun came over the east 
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hill the next morning it appeared 
dazed at a first look at the valley. A 
long, stylish car was streaking north- 
ward at this unearthly hour. Behind 
the chauffeur sat Director Clutchbill, 
calm and authoritative. Beside him 
rode Mr. Frazer MacTweed with an 
ancestor-yearning smile. 

At four o’clock, after a sizzling run, 
the Plains of Abraham rose in a re- 
spectful hush as though something 
strange hung in the air. The green- 
tinted copper roofs of Quebec, the 
Ancient Capital of the North, seemed 
to stand at attention and wave the 
hurrying car onward. 

It was not till the early northern 
twilight was deepening that the ex- 
cavating party went into action. Mind- 
ed by his earlier hurried departure, 
Mr. Clutchbill advised waiting at the 
Terrasse Grey at the western edge 
of the Battlefields Park till he heard 
the song of a bell over the city where 
the early French had first clothed the 
area with Christ. At last the Angelus 
began solemnly tolling its three 
strokes. The old director nodded for 
the start. Frazer MacTweed instantly 
snatched a Scotch shooting stick from 
the parked car, and whipped its metal- 
pointed end about like a claymore 
whistling from its scabbard to lead 
a charge. 

“A prime tool to dig with,” nodded 
Mr. Clutchbill encouragingly. “I’ve got 
the flashlight ... let’s go!” 

Fifteen minutes later they were 
down the road and entering the mouth 


of Wolfe’s famous little path. As they 
climbed steeply upward the twilight 
seemed restless as though shadowy 
grenadiers climbed with them hand in 
hand. 

“Shh! we’re getting close,” warned 
the old director as he scrambled toward 
a broken pine which sent its grotesque 
black arms across a dying orange bar 
in the apple-green west where the 
northern afterglow still obligingly 
quivered with the unearthly vitality of 
the far north. 

Suddenly Mr. Clutchbill stopped till 
Frazer MacTweed climbed pantingly 
up to him. 

“Sh-h! this is the spot where I un- 
earthed the human finger bone.” 

The old director scanned the black 
silhouette of the crest above to learn 
if any inquisitive stetson hat of a 
gendarme rose against the sky. 

Of a sudden he shot an orange beam 
from his flashlight over a scattering of 
leaves. 

“Dig there with your cane, Mr. Mac- 
Tweed,” he muttered in a low voice. 

Eagerly Frazer MacTweed plunged 
his heavy, metal-tipped shooting stick 
into the soil and worked methodically 
across the area which the old director 
was illuminating with the flashlight. 


” 


HORTLY the shooting stick up- 

rooted an object. 

“T’ve got something already,” gasped 
Mr. MacTweed reaching down and 
hauling out a queer, earth-caked ob- 
ject. 
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Mr. Clutchbill ran his flashlight over 
it. 

“Great heavens! it’s a claymore... 
a genuine Scottish claymore,” gasped 
Mr. MacTweed. “A body lies here!” 

Delving like a mole, he worked 
deeper and deeper and all around. 

“The bones have disintegrated,” pro- 
nounced Mr. Clutchbill sadly. ‘‘Let’s 
return to the car where we can ex- 
amine the claymore in safety.” 

With the aid of the flashlight they 
found the parked car. 

“Let me get at this claymore,” 
wheezed Fraser MacTweed eagerly as 
he snatched out a handkerchief and 
began wiping the earth from the 
rusted weapon. 

Shortly they were bending over it 
in the brilliant glow from the car’s 
headlights. 

“What’s this?” muttered Frazer 
MacTweed, his eye glued to engraving 
along the blade under the hilt. 

Almost fainting with astonishment, 
he swayed, caught himself and read: 


“Alexander MacTweed. Isle of 
Skye.” 
“Wh... why! my ancestor... my 


ancestor’s claymore!” 
“Do you think he sleeps there on 


the old path?” murmured Mr. Clutch- 


bill gently. 

“He could . .. he must!” Frazer 
MacTweed gently wrapped the old 
claymore in a blanket and hid it in 
the car’s trunk. 

Two days later three men sat before 
a glowing fireplace in Mr. MacTweed’s 
library overlooking Locust Village. 
The eyes of Mr. Clutchbill, President 
Yocum and Mr. MacTweed were lifted 
reverently to an old rusted claymore 
which graced the shelf over the flick- 
ering flames. 

“Ah-h,” uttered Frazer MacTweed, 
“what a thrill exists in feeling the 
link that binds the present to the 
past! I can never repay you. But I... 
I must open an account in both your 
banks ... it would be little enough 
thanks. I shall draw on New York for 
$50,000 . . . $25,000 to each of you!” 

“A gallant gesture!” beamed both 
Director Clutchbill and President 
Yocum. 

Later that evening Director Clutch- 
bill called at the antique shop of Nelt 
Udall. 

“ “Twas a prime job, Nelt. You en- 
graved those words as ancient as the 
hills of Scotland on the old claymore 
blade.” 

“Hm’m, yes, it took mighty strong 
acid to rust the new engraving back 
two hundred years.” 

“How much?” 

“Oh, a dollar, I guess.” 

Mr. Clutchbill forked out a $5 note 
and laid it on Nelt’s work bench. “The 
price of wisdom is above rubies,” he 
quoted from the Scriptures. 
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